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One of the most important fire protection developments introduced in 
recent years is the use of water in fine spray form for the control and ex- 
tinguishment of fire. ‘‘Automatic’’ FIRE-FOG is an outgrowth of this develop- 
ment and is, by virtue of its performance, a leader in the field. 


Among the many exacting installations of ‘‘Automatic’’ FIRE-FOG is 
one standing guard over butadiene unloading operations at the Goodyear 
operated Rubber Reserve Plant at Akron, Ohio. Naturally, the complexity of 
operational facilities at this plant demand carefully studied fire hazard safe- 
guards for every process. . . safeguards that will withstand rigorous test 
under the most difficult conditions 24 hours every day in the year. 








The significant thing about an ‘‘Automatic’’ FIRE-FOG installation is 
its readiness for instant— automatic action now-—next week—next year- 
in fact, whenever the danger of fire threatens. 


You owe it to yourself, your personnel and your business to become 

fully informed on the merits of ‘‘Automatic’’ FIRE-FOG. Investigate today 
at no obligation. Write or call ‘‘Automatic’’ Sprinkler Corporation of America, 
Youngstown 1, Ohio. 


“Automatic” Sprinkler devices and systems are listed by Underwriters’ | 
Laboratories, Inc., and approved by Factory Mutual Laboratories. | 
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SYSTEM 

—a famous member of the “Auto: 
matic Sprinkler Family. Designed 
particularly for use in manufactur- 
ing, mercantiles, warehouses, 
schools, churches, offices, hospi- 
tals, piers and other establish- ee 4 

Pero gal AUTOMATIC SPRINKLER CORPORATION OF AMERICA 
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DEVELOPMENT Ki ENGINEERING 





MANUFACTURE INSTALLATION 


oe 8-18 
























Greatest Wall Beauty! i 
Lowest Wall Upkeep! 5 ¢ 





“This is “June Rose,’ one of 90 lovely 
patterns and solid tones which will 
be increasingly available this spring. 
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Yes, you get maximum beauty plus lowest maintenance cost with this miracle wall 


covering. Because Varlar’s practical beauty resists many injurious elements which 





of beauty which Varlar defies... dirt abrasion ... water... lipstick . . . perfume 


oo Mae, . 
Ss, ...steam... vermin 


... piping hot kitchen grease ’ 





and bacteria. None of these can mar the beauty of Varlar! 


Looks NEW After 25,000 Washings! 


The above staining agents— AND STAINS OF ALL KINDS — easily, 
quickly wash clean from Varlar with ordinary soap and water. 
Wash clean as many as 25,000 times without dimming Varlar’s 
original good looks! But read the proof of performance —the 
complete story of this amazing wall covering which begins a 
new era of low-cost wall beauty and maintenance. Mail the 
coupon below for your free copies of factual, impartial labora- 
tory reports by independent testing laboratories. 


Wee byfote Sticte Enduring Beni 


VARLAR 





VARLAR, INC., Dept. 141-547 
Merchandise Mart, Chicago 54, Illinois 


Please send me, without cost or obligation, the complete 
independent test reports on Varlar. 
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Name 
Stainproof Wall Covering © ses 
VARLAR, Inc., Division of UIGiED WALLPAPER Merchandise Mart, Chicago 54, Ill. City State 
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SPECIALIZING in this famous saw 
has been our business for 25 years 








This marks the 25th year DeWalt has been specializing in making this 
famous saw. We created it. We perfected it. We've built more than 70,000 
units. It’s the only equipment we've ever made. 

The new era in woodworking — in all types of industries — will demand 
a machine like DeWalt. 

This versatile, all-purpose power saw is the machine you should con- 
sider first for your cutting needs. It is ideal for general carpenter main- 
tenance in or outside the plant, for crating and boxing, for pattern work, 
or for general woodworking. 

DeWalt's entire production is devoted to building these saws. That’s why 
deliveries are excellent with preference given to help ease urgent indus- 
trial needs and the housing shortage. 

Write for a copy of the DeWalt catalog, and discuss this machine with 
your technical men. DeWalt, Inc. 275 Fountain Avenue, Lancaster, Pa. 


De War 


powered by the DeWalt-built “life-time” motor 
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UNION 
PACIFIC 





Pieinivi being the life-blood of many in- 
dustries, Idaho is particularly fortunate in that 
respect. World-famous for the Idaho potato, it 
has developed many other agricultural activi- 
ties. Grains, vegetables, fruit... cattle and sheep 
are produced in abundance. Dehydration, frozen 
foods processing, dairying, canning and packing 
are among the state’s flourishing industries. 
























For non-agricultural industries, Idaho is en- 
dowed with rich veins of minerals. Numerous 
manufacturers of stone, clay and 
glass products have established 
plants in Idaho. Lumber for 
building and wood products is 
available. Unsurpassed rail trans- 
portation is provided by Union 
Pacific. 


As a vacation region, Idaho has 
a wonder-world of its own in Sun 
Valley . . . year-’round sports 
center... the world famous prim- 
itive area... and in the scenic 
surroundings of Payette Lake. 


Idaho is a young thriving state, 
ripe for further industrial devel- 
opment. It offers good living and 
working conditions, good schools, 
splendid cultural advantages... 
sit Oneal a series of ad- and its energetic citizens assure 

vertisements based newcomers of a true western 


on industrial oppor- welcome. 
tunitiesin the states 

served by the Union 

Pacific Railroad. 


%*& Address Industrial Department, Union 
Pacific Railroad, Omaha 2, Nebraska, 
for information regarding industrial 

sites. 


UNION PACIFIC RAILROAD 


THE STRATEGIC MIDDLE ROUTE 
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It could happen to you... 
Let’s say you’re after a big lake trout. 


He lives down deep... where it’s easy 
to snag and break your line trying to troll 
your lure past his nose. 


But one day you try something new. 
You take along Your Unseen Friend, 
Nickel. And you finally reel in your prize 
catch ... twisting and struggling ...on 
your Monel* trolling line. 


Why Monel? 


3ecause Your Unseen Friend, Nickel, 
helps make thin, flexible Monel line 
strong enough to bring the big ones to 
net. Heavy enough to sink your lure down 
where they hide. Supple and live enough 
to let you feel the strike, and play your 
fish. And rust- and rotproof, so you don’t 
have to dry your line. 


Naturally, Nickel alloys like Monel and 
“Z’* Nickel are just right, too, for leaders, 


Dun’s REVIEW 6 


More Fish... more Fight...more Fun 
...When ‘‘Your Unseen Friend’’ goes along 


swivels...in fact, for everything from 
reels to hooks. 


Just one more way Nickel helps manu- 
facturers bring you better things. From 
tiny radio tubes to great oil well drills, 
Nickel is Your Unseen Friend. 

It’s ‘‘Unseen” because you seldom see it 
in its pure state, as it is usually combined 
with other metals. It’s your “Friend” be- 
cause it serves you long and well. 

* * * 
Send for your free copy of “How Metals Help 
the Angler,” containing a list of tackle manu- 
facturers. Address Dept. 78. 


THE INTERNATIONAL NICKEL COMPANY, INC. 


New York 5,N.Y. 


Att, Nickel 


TRADE MARK 


...Your Unseen Friend 


May + 1947 

















THE FIRST LEBLOND CRANKSHAFT LaTHEs—the Bicycle Crank Machine—was designed and built by 
Mr. R. K. LeBlond 10 years after he opened his machine tool plant in 1887. Ahead of the machines of 
the time, it was the earliest forebear of the huge crankshaft lathes now being produced at LeBlond. 


5O YEARS OF LEADERSHIP in crankshaft lathe building is but one more indication of the progressive 

design and engineering ingenuity built into every LeBlond lathe. Just as there is a special LeBlond 
lathe for every crankshaft, so, too, there is a lathe in the LeBlond line for every metal turning problem. 
THE R, K, LEBLOND MACHINE TOOL COMPANY, CINCINNATI 8, OHIO, 


LARGEST MANUFACTURER OF A COMPLETE LINE OF LATHES 
NEW YORK 6, Singer Bidg., 149 Broadway, COrtlandt 7-6621-2-3 e CHICAGO 6, 20 N. Wacker Drive, STA 5561 


Write for your pictorial copy 
of LeBlond’s lathe brochure. 


© 1947, LEBlond 
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Comparative failure trends for the periods of 
World Wars I and II, 1915-1923 and 1938-1946, 
have been charted by Dun & Brapstreet, INc. 
Shown are the total number of failures, the 
amount of liabilities, and the average liability 
per failure for all commercial and industrial 
failures and for industrial and trade groups in 
mining, manufacturing, wholesale trade, retail 
trade, construction, and commercial service. For 
nine selected groups these data are charted sepa- 
rately; namely, for five manufacturer fields, tex- 
tiles—apparel—leather, lumber—lumber prod- 
ucts, chemicals—chemical products, stone—clay 
—glass, and machinery—transportation equip- 
ment—iron and steel; and for four distributor 
fields, food, apparel, furniture, and hardware. 

Since V-] Day average liabilities per failure 
have risen to a greater amount than in the simi- 
lar post World War I period. The chart ts avail- 
able on request. 


A reEvisep copy of the pamphlet “Mercantile 
Credit: The Part It Plays in the Life of the 
American Family,” published by Dun & Brap- 
STREET, likewise is available on request. 


PropLe sHop according to more or less set 
trade patterns. The principles which determine 
the movement of retail trade will be discussed 
in a coming number of Dun’s Review by Dr. 
Paul D. Converse, Professor of Marketing at the 
University of Illinois. 
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Opportunities for Russian-American Trade Expansion - 
‘The important role of American machines, techniques, 
and processes in Sovict industry and transportation 
E. C. Ropes 
Chief, U.S.S.R. Division, Office of International Trade, 
United States Department of Commerce 


Debt Retirement vs. Tax Reduction 
An examination of proposed income tax reductions; 
historical precedents for a debt reduction program 


Roy A. FouLkKe 
Vice-President, DUN & BRADSTREET, INC. 


Continuous Information on Net Income Development 


A — approach for management in keeping 


itself informed on profits and losses—Part I 


Huco MEYERHEIM 
Consulting Management Engineer 


The Commercial Paper Market—Characteristics and Volume - 


Lewis UpHaM 
National Credit Office, Inc. 


The Trend of. Business 


Trade Activity—A Regional Summary ~- 

Shae Tice A OE ot ers ae ee 
A. M. SULLIVAN 

Associate Editor, Dun’s REVIEW 
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HE early American peddler 
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the had to be delivered to buyers who could match 


forerunner of the great merchants of today— 
was an important character in community life. 

His mobile store housed a fascinating col- 
lection of wares. Pots and pans, papers of pins 
and needles, calicos and pretty prints, toys for 
the children, tools for the men, bright crockery 
and gilt jewelry for the women. Soap and 
buttons, brooms and combs, matches, coffee 
mills and cellars, tinkling clocks and wooden 
bowls; hundreds of “things” to lighten the 
burden of the housewife and bring a sparkle 
to her eyes as she appraised and bargained for 
his merchandise. 

The peddler, of genial mien and glib tongue, 
was unhurried and patient, quick to sense the 
sure sale or talk the hesitant prospect into buy- 
ing. Pennies were important, and true value 
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the shrewdness of the peddler. 

Over the highways and through the dusty 
lanes of the back-country his plodding team 
hauled his clanking wagon. The reins slack, 
and the peddler drowsy with the noon heat, 
his team would stop before each house antici- 
pating the cool watering trough in the shade 
of a wayside tree. Once more they would 
listen patiently to the spiel of the peddler, idly 
swish flies from their withers, and hang their 
great heads to munch tender green blades of 
grass. 

The peddler’s profits were made in pennies, 
his day was long, but with the open road as his 
marketplace, the blue sky as his roof, and his 
customers, his friends, he was a happy man— 
this peddler. 
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It’s here—a new convenience on the C&0 





NO TIPPING 





of any C & 0 employee” 














HY should you—the paying 

customer of therailroads—have 
to shell out for so many of the ordi- 
nary services you need when you 
travel? 


Why shouldn’t your rail ticket 
entitle you to courteous personal 
service—without extra charge? 


The Chesapeake & Ohio does not 
believe the travelers on its railroad 
should have to tip—and is taking 
the first step toward abolishing this 
nuisance. From now on, you are 
urgently requested not to tip C&O 
employees for any of the services 
they perform. 














This means you won’t have to leave 


NO TIPPING IN C40 DINERS ——THE 
SERVICE IS COURTEOUS AND FREE 
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a tip on the change tray when you eat 
on a C&O diner. It means you won’t 
have to dig down for change for the 
porters who serve the coaches on 
C&O crack trains. 


We cannot extend the no-tipping 
rule to union terminals shared by the 
C&O with other railroads, since the 
redcaps in these stations are not on 
our pay roll. Nor can the no-tipping 
rule apply on Pullmans, since the 
porters are employed by the Pullman 
Company—not by us. 


But wherever C&O employees are 
on hand to serve you, you’ll find no 
outstretched palms—for we’ll com- 
pensate these employees directly for 
attending to your needs. 


NO TIPPING THE PORTERS IN C40 
COACHES-—THEIR SERVICES ARE FREE™ 








This move to end the tipping 
nuisance is the latest, but not the 
last, of many improvements in rail 
travel offered by the C&O. 





* Naturally, this does 
not apply to Pullman 
porters, or to redcaps 
in union terminals, 
since they are not 
C&0 employees. 











CHESAPEAKE & OHIO RAILWAY 


TERMINAL TOWER, CLEVELAND I, OHIO 
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year when the exports to that coun 
try are not dominated by the Lend 
Lease and relief transactions. Even 
houch the Soviet Union may not 
he our largest customer, the 1947 
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STROHM PHOTOGRAPH FROM Ni \ 


Twisted girders protruding from the ground frame the rubble-strewn earth in Minsk, once 


a thickly populated Russian city. 


The reconstruction program was delayed by a complete 


lack of machinery such as cranes and bulldozers with which to rebuild the community. 


Op WM nWttes for 


RUSSIAN-AMERICAN TRADE EXPANSION 


(j 

Sy is a fact not too well-known 
even to many students of Americas. 
trade with the rest of the world that 
trade between the United States and 
Russia actually started as early as 1780, 
when a few of the venturesome Salem 
ship owners, accustomed to roaming 
the seven seas, entered the port of St. 
Petersburg on the Finnish Gulf, and 
began a movement between Salem and 
the empire of the Muscovites that con- 
tinued for about 60 years. 

Later, in 1810, the first American 
ship, also under a Salem captain, passed 
through the Bosphorus and sailed into 
Odessa, then in its infancy as a Black 
Sea port of Russia. While the exchange 
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E. C. ROPES 


Chief, U.S.S.R. Division, Office of International Trade 


United States Department of Commerce 


of goods that ensued did not reach large 
proportions and did not lead to regu- 
lar service between American and Rus- 
sian ports, in 1830 it led to the establish- 
ment of an American trading company 
in St. Petersburg, which continued in 
active business until 1905. 

In the 1890's, a fairly heavy invest- 
ment of American capital was made in 
Russia by such firms as the Interna- 
tional Harvester Company, the West- 
inghouse Electric Corporation, the 
Worthington Pump & Machinery Cor- 
poration, and others, who developed 
the tremendous Russian market for 
their products from a vantage point be- 
hind the lofty Russian customs duties. 
M A Y 


re 





Thus, American interest in trade with 
Russia is not a recent or ephemeral 
thing, but is a good example of Ameri- 
can venturesomeness and interest in a 
market that, on the basis of population, 
had huge potentialities, unfortunately 
not yet realized. 

During World War I United States 
exports to Russia took a sudden jump 
upwards, but this movement was short- 
lived for, with the Revolution and the 
establishment of the Soviet Govern- 
ment, contact between Russia and the 
outside world practically ceased. In 
the early 1920’s the needs for recon- 
struction of industry forced the Soviet 
Government, under its newly estab- 
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STROHM PHOTOGRAPH FROM ACME 
A scene typical of the destruction in Stalingrad. The Russian chauffeurs shown here said 
that American jeeps and trucks helped Russia win the war and suggested that the photog- 
rapher take this picture so that he could tell the American people that the Russians at pre- 
ciate the things which were sent to them on the basis of Lend-Lease. 


smmon PHOTOGRAPH FROM NEA 
After being bombed by the Germans during the siege of Stalingrad, this tractor factory 
was getting back into production. Workers rebuilt as many machines as could be salvaged. 
A large shipment of new machinery, 75 per cent Russian-made, was anticipated while some 
American-made machines like the one in foreground, were to be purchased. 


Hi 





ACME PHOTOGRAPH 
The first delivery of crops to the government from a collective farm is usually a gala occa- 
ston. Russia went through a radical agrarian revolution, and a change from small-scale 
farming, which had prevailed for centuries, to large-scale tilling by machines of the big 
agricultural areas of the Ukraine. 








lished control of foreign trade, to open 
its frontiers to the influx of foreign 
machinery and equipment to supple- 
ment the insufficient domestic industrial 
production. But here the Germans and 
the British had the advantage of long 
familiarity with Russian requirements, 
and the United States was for years a 
poor third, if that, in the list of suppliers 
of Soviet industry and transport. 

The government reinstated all the 
old business: connections with ‘Euro- 
pean countries and England, with all 
the more reason and success because 
these countries had long been large 
buyers of Russian exports, and further- 
more were willing to sell on long credit 
to so good a debtor as the Soviet Union 
proved itself to be. This reputation 
enabled the Russians to increase their 
imports heavily, as they had to do in 
connection with the launching, in 1928, 
of the first Five-Year Plan of develop- 
ment of Russian resources, industry, 
and transport on a scale far exceeding 
the most sanguine plans of the old 
Tsarist Government. United States ex- 
ports in those years, from 1928 to 1931, 
far exceeded any previous peacetime 
record, but its share in the total Soviet 
imports was still low in comparison 
with Germany and England. 


Compelled to Reduce Imports 


As often happens with individuals 
and countries, however, facility in bor- 
rowing is frequently, followed by diffi- 
culty in repaying, and the Soviet Union, 
where all buying and selling were and 
still are concentrated in the hands of 
the government, found itself compelled 
to reduce its imports drastically, and 
to force its exports to a point where the 
whole country suffered, at a time when 
it was going through a radical agrarian 
revolution, and a change from small- 
scale farming, which had prevailed for 
centuries, to large-scale co-operative 
tilling by machines of the tremendous 
agricultural areas of the Ukraine. 

When in addition there was a reces- 
sion in world prices for the goods which 
the Soviet Union had to sell, due to the 
world depression of the early 1930’s, 
Soviet credit abroad was under severe 
threat. Only the most rigid economy 
at home enabled the government to 
meet its obligations and maintain its 
standing in the eyes of the world. This 
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was accomplished, however, though in 
that period imports from the United 
States were cut to the bone and reached 
the lowest figure in 15 years. 

The setback was only for one year, 
1933, and since that time American 
goods have gradually established their 
supremacy in the Russian market, a 
position from which they probably will 
not be dislodged for a number of years. 
This supremacy is based on two factors: 
the similar geographical conditions in 
both countries and their likeness in the 
size and diversity of their populations. 
Both are rich in natural resources, the 
Soviet Union perhaps now being ahead 
of the United States in this respect due 
to the exhaustion of the forests and 
mineral reserves that accompanied 
rapid industrialization in the United 
States, and the comparative slowness of 
similar development in Russia. 


Similarity between Both Nations 


Both nations are countries of im- 
mense distances, requiring tremendous 
expansion of railroad, river, and air 
transport to supply the people with the 
necessities and luxuries of life. Both 
have huge agricultural areas, capable of 
growing on a large scale all but the 
products of the tropical countries. And 
both are occupied by energetic, teach- 
able people, seeking to improve their 
lot in every way, though under different 
economic and social systems. 

Capital is abundant in both countries, 
though in the Soviet Union it is natural 
and human, while in the United States 
financial resources without limit are 
added. However, the U.S.S.R. through 
government investment is rapidly 
building up its fixed capital and is 
steadily growing in financial strength. 
Finally, in both states, the government 
is committed to a policy of desiring the 
greatest good for the greatest number, 
whether it be in education, food, goods, 
or the luxuries that can be produced in 
quantity by a modern system of indus- 
trial development of all the powers of 
the people. 

The natural result of these facts, and 
of the high stage of develonment that 
has been reached by American indus- 
try, is that more and more the Soviet 
Union has come to rely on the United 
States to supply its major needs for im- 
ported goods, particularly the equip- 
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STROHM PHOTOGRAPH FROM ACME 
Shopping in Minsk here consists mostly of buying UNRRA goods on ration cards. This 

woman's basket is filled with cans bearing U. S. labels. Most of the United States exports 

to the Soviet Union during 1946 consisted of Lend-Lease carry-over commodities or relief 

goods shipped by UNRRA and by various other organizations. 


— 





STROHM PHOTOGRAPH FKOM NEA 


With their small wagon loaded with bread obtained at a large bakery in town, Kussian 
peasants are driving back to the state farm headquarters. Rationed black bread was sold 
for 1.00 rouble (20 cents); brown bread for 1.70; and white bread for 2.80. However, on 
the free market the unrationed bread was sold for much higher prices. 





STROHM PHOTOGRAPH FROM NEA 


In transportation, in mining, in oil refining, mechanization of agriculture, and in various 
phases of manufacturing, American machines, processes, and techniques are standard in 
the Soviet Union. The ancient Chinese abacus, however, still is widely used as a counter 
Two of the ancient adding machines are seen in use in Moscow’s Hotel Savoy. 








ment for -mass-production industries, 
with which the Russians hope to supply 
all their own people with goods to the 
same degree that Americans are already 
supplied. It is not an accident, there- 
fore, that American machines and pro- 
ducts are preferred by the Russians in 
most of their major industries, which 
have been modeled on their prototypes 
in the United States. This tendency 
antedates the Revolution, and has in- 
creased in scope since the initiation of 
the Soviet Five-Year plans. 


Mass Industrial Production 


In rail and water transport, in mining 
and oil recovery and refining, in the 
mechanization of agriculture, in auto- 
mobile and tractor building, in the 
chemical industry, including synthetic 
rubber, even in the manufacture of 
ready-made clothing, American ma- 
chines, processes, and techniques are 
standard in the U.S.S.R. And it is a 
matter of common knowledge that as 
American factory and transport equip- 
ment have been improved, particularly 
under the pressure of World War II, 
the Russians have been following every 
advance and new application of Ameri- 
can principles of mass production, 
intent on keeping abreast of every in- 
vention that will be of use to them in 
expanding their own industrial produc- 
tion. 

This last trait was very evident 
during World War II when, because 
of German occupation of Europe and 
the cutting off of England as a source 
of supply, the Soviet Union drew most 
of its imports from the United States 
during a period of more than 4 years. 
A study of the United States trade 
figures of these years, which really in- 
clude 1940 to 1946, would be illuminat- 
ing, but space does not permit. They 
are available, however, in the Depart- 
ment of Commerce, and have been the 
subject of several magazine articles and 
two books, in which all the details of 
American trade, and many others of 
Soviet trade, are presented. 

Such a study indicates very. clearly 
the kind of products that the United 
States may reasonably expect to furnish 
to the Soviet Union when the latter 
country again enters the world markets 
with large quantities of the products 
which it has furnished to foreign 
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markets for many years. Once their 
purchasing power is reestablished, it 
seems safe to expect the Russians to 
want large amounts of the type of goods 
which they obtained on Lend-Lease 
during the war. These include, besides 
munitions, which were expended, 
equipment for many kinds of factories, 
including one for tires, several for oil- 
distillation and gasoline cracking, and 
many others. 

In fact, the balance of goods re- 
quested by the Russians but not shipped 
when Lend-Lease was terminated is re- 
ported to amount to some $400,000,000 
in value, of which about $250,000,000 
was finally included in a special thirty- 
year credit settlement similar to that 
extended to England and France. In 
the list of goods in the carry-over were 
included many types of equipment that 
will be useful in peacetime, although if 
the war had lasted longer than it did 
they would have been equally needed 
to maintain the Russian fighting power. 
The commodities omitted from the 
original list are still needed, however, 
and undoubtedly will enter into the 
items that the Russians will order as 
soon as they can get delivery and have 
the cash with which to pay. 

Two points must be emphasized in 
connection with the prospects for our 
future exports to the Soviet Union. The 
first is that American manufacturers, 
because of prior commitments to ship 
to domestic or other foreign consumers, 
are not in position to take on new, large 
Russian orders at this time, and in some 
cases may not be able to do so for a 
year or so, perhaps longer. The result 
is that the Russians, after shopping 
round and meeting with rebuffs from 
all suppliers, put the orders back in 
their portfolio, waiting for better terms 
and lower prices. 

The other obstacle is that the Soviet 
Union, because of its gigantic recon- 
struction problem and also because of 
its obligations under barter treaties with 
its Eastern European neighbors, has 
literally no goods to sell us or any other 
large potential purchaser, except man- 
ganese and chromium ores, of which 
our imports are conspicuous, and of 
course furs, which made up about 70 
per cent of our imports from the 
U.S.S.R. in 1946. Depending as it does 
on exports primarily to pay for needed 
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imports, the U.S.S.R. is thus blocked 
from large-scale purchases from the 
United States, unless and until it can 
obtain large credits here, of which there 
is no immediate prospect. 

Yet there is reasonable hope that in 
spite of Russia’s present shortage ot 
funds to place orders in the United 
States commensurate with its own tre- 
mendous needs for those goods, it will 
find ways this year to maintain its im- 
ports from us at a high point, though 
of course not approaching those of the 
war years. It is important to note that 
in 1946 the Russians succeeded in de- 
livering to us their own goods to the 
amount of about $100,000,000 thus pro- 
viding themselves with dollars with 
which they could purchase a corre- 
sponding quantity of American manu- 
factures and materials. But as most of 
our exports to the U.S.S.R. in 1946 
consisted of Lend-Lease carry-over 
commodities, or relief goods shipped by 
the UNRRA and other organizations, 
while cash purchases exported did not 
total more than $50,000,000, the Soviet 
Union has an excess of imports on 
which it can draw in 1947. 


1947 Russian Imports 


Thus in this year it seems reasonable 
to expect Russian business in an amount 
of at least $100,000,000, counting in the 
balance of dollars carried over from 
1946 and those to be obtained in 1947 
from sales of Russian goods in the 
United States. While the Soviet Union 
will not be our largest customer, it can 
well afford to equal its highest pre-war 
record of $114,000,000. The character 
of Soviet imports will follow, as sug- 
gested above, the record of previous 
peacetime years, with many additions 
as the result of our wartime exports to 
the U.S.S.R. and the greater familiarity 
among Russian industrial leaders with 
American products found suitable in 
war industry, now reconverted to pro- 
duction for the regular demands of the 
people. 

The latest announcement from Mos- 
cow reports reconstruction “in the 
main” completed, and great activity in 
increasing the output of consumers’ 
goods. As previously pointed out, in 
completing the revamping of Soviet 
basic industry and in its expansion east- 

(Continued on page 52) 
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( 'N January 20, 1795, Alexander 
Hamilton sent his last report to Con- 
gress closing his official career as the 
first Secretary of the Treasury. That 
report on Public Credit contains Hamil- 
ton’s philosophy of the Federal debt 
which members of every new Congress 
would do well to review and study. 
“To extinguish a debt which exists,” 
Hamilton succinctly summarized after 
his meticulous and exhaustive report to 
the Senate on the state of the national 
finances, “and to avoid contracting 
more, are ideas always favored by pub- 
lic feeling and opinion; but to pay taxes 
for the one or the other purpose, which 
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are the only means of avoiding evil, is 
always, more or less, unpopular.” 

Our own history contains too many 
examples of legislators who have pro- 
fessed sincere desires to see the public 
debt reduced rapidly, but whose actions 
indicated high degrees of disingenious- 
ness or the lack of will-power to lay 
taxes for that specific purpose. “These 
contradictions are in human nature,” 
continued Hamilton, “and happy, in- 
deed, would be the lot of a country that 
should ever want men ready to turn 
them to the account of their own popu- 
larity, or to some other sinister account.” 

Six years after Hamilton’s last mes- 
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sage to Congress,on November 16, 1801, 
Albert Gallatin, the native of Switzer- 
land who had become the fourth Secre- 
tary of the Treasury, wrote a letter to 
Thomas Jefferson in which he discussed 
an annuity formula for retiring the out- 
standing debt. In that letter he touched 
on this same problem of the urgent 
necessity of retiring the existing obli 
gations of the Federal Government. 
“If we cannot with the probable 
amount of impost and sale of lands pay 
the debt at the rate proposed and sup- 
port the establishments on the proposed 
plans,” he advised the President, “one of 
three things must be done; either to 
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continue the internal taxes, or to reduce 
the expenditures still more, or to dis- 
charge the debt with less rapidity. The 
last recourse, to me, is the most objec- 
tionable. . . . lam firmly of the opinion 
that, if the present administration and 
Congress do not take the most effective 
measures for that object, the debt will 
be entailed on us and the ensuing gen- 
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erations, together with all the systems 
which support it, and which it sup- 


ports....” Here is a forecast which 


could well be made with greater earn- 
estness today with our national debt of 


$258 billion, than 146 years ago when 
our debt was only $83 million. 

These two statesmen were violently 
opposed to each other in their political 
life. Both were Americans by adoption. 


The gross national debt fell steadily in the decade prior to 1930 as annual receipts exceeded expenditures. 
Since 1931 deficit financing and war expenditures have sharply increased the debt burden. Figures are 


jor fiscal years ended June 30. 


Data from “Annual Report of the Secretary of the Treasury”; 1947 and 


1948 estimates from the President’s 1948 budget message. 
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Hamilton was the strong Federalist, the 
practical analyst, who had made the 
greatest contributions toward solving 
the intricate financial problems arising 
out of the creation of the Federal Union 
from bankruptcy under the Articles of 
Confederation. Gallatin was an anti- 
Federalist, and exerted his influence in 
every way against strengthening the 
power of the Federal Government. To 
Gallatin any national debt was ana- 
thema. 
violent differences, the two greatest 
Secretaries of the Treasury had one 


But notwithstanding their 


fundamental idea in common, plans 
should always be carefully made and 


carried out to retire any public debt as 
rapidly as possible. 


“Go Ahead and Do It” 


In the years prior to January 1, 1879, 
when greenbacks were legal currency 
and not convertible into specie, Horace 
Greeley was forever writing that the 
Way “to resume was to resume.” Others 
would discuss the risks, the difficulties, 
necessities, needs, inflation, deflation, 


and consider the political implications 


in the resumption of gold payment. 
Greeley’s formula was simple; go ahead 


o@gnH ':s 





BR & Y¥ 





HARRIS AND EWING PHO .OGRAPH 


“Fortunately for our own national good, we've lost that sophism of the New Deal, ‘We 


owe it to ourselves.’ 


Somehow or other that adage seemed to lose its potency as an 


economic easement for tax increases during the war years. The steady increase in personal 
income tax rates was a greater reality to the individual than the misty tdea that the 


increases made no difference!” 


and do it. The old proverb read, “Ac- 
tions speak louder than words.” 

And so it is when we come to the re- 
duction in the Federal) debt, Hamilton 
and Gallatin implemented their basic 
belief and their unquestioned sincerity 
with action. Hamilton would incur no 
debt without simultaneously setting up 
the instruments for its complete retire- 
ment. While Gallatin was Secretary of 
the Treasury, he reduced the Federal 
debt from $83 million in 1801 to $45 
million in 1812, a reduction of 46 per 
cent and also paid $15 million to France 
for the Louisiana purchase. Here also 
was action, the kind that emphasized 
results. 

In his budget message made to Con- 
gress Jast January, President Truman 
estimated the Federal revenue at $39.1 
billion for the fiscal year beginning July 
I, 1947, and expenditures at $37.5 bil- 
lion, allowing a surplus at $1.6 billion. 

In February, the House of Represen- 


tatives, after a review of this budget, set 
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a ceiling of $31.5 billion on spending, 
$6 billion less than the President’s esti- 
mate for the next fiscal year. The 
Senate voted a $4.5 billion saving. To 
date, the two chambers have come to 
no mutual agreement. One must keep 
in mind that ceilings such as those voted 
by the House and the Senate are only an 
expression ef intent. The real job of 
budget cutting takes place in the specific 
actions on appropriation bills. 

On March 27, the House of Repre- 
sentatives approved by a vote of 273 to 
137 a plan to reduce, retroactive to last 
January 1, (a) 30 per cent of the taxable 
personal incomes (after exemptions and 
deductions) of $1,000 or less; (b) 20 per 
cent on personal incomes up to $302.,- 
ooo, and (c) 10/4 per cent on higher 
levels. These reductions, it was esti- 
mated, would cut personal income taxes 
to the Federal Government by $3.8 bil- 
lion during the calendar year of 1947, 
one-half of which would apply to the 

(Continued on page 66) 
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: H W can the generation 
or production of net income be 
followed during the year? By 
what devices can management 
keep itself continuously informed 
as to the effect of current opera- 
tions on profits? This discus- 
sion appears in two parts. This 
first part examines the nature 
of the break-even point; the 
second—next month— proposes 
analyses for controlling profit 
development. 


a: me 
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HUGO MEYERHEIM 


Consulting Management Engineer 


é 7 HE need for a different ap- 
proach to financial management is 
clearly illustrated by the story of a 
wholesale enterprise dealing in various 
articles sold in groceries, drug, candy, 
and hardware stores, and by stationers. 
Two decades after the business was 
established, the son of the owner en- 
tered it. He increased the net sales and 
expanded the concern by establishing 
a plant manufacturing food and chemi- 
cal products. The net income of the 
wholesale business increased from year 
to year and about 100 sales clerks were 
employed. 

When a big department store that 
offered excessively high wages was 
opened in the neighborhood 18 years 
later, the wholesale firm in order to re- 
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tain its sales staff had to raise wages to 
the same level. 

It is obvious that these measures in- 
creased considerably the expenses of the 
partnership. However, father and son 
were not concerned with this fact. 
They possessed sufficient capital and 
they were not aware of the decrease in 
the proprietary capital. Besides, book- 
keeping was not in their line. They 
were interested only in financial state- 
ments at the end of the year. 

However, this year the partners were 
surprised by an income statement show- 
ing a net loss instead of the habitual 
net income—due to the increased 
wages. Unfortunately, this result was 
not available until three months after 
the close of the business year, as each 
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year it required much time to price at 
cost or market the many items in the 
inventory. So, further heavy losses al- 
ready were arising. 

It was plain that the concern could 
not afford the high wages. This fact 
was evident at a time when an article 
the junior partner had invented some 
years previously had developed a good 
market. The old business therefore was 


liquidated and the father retired. 
The Break-Even Point 


The young business man began 
manufacture of the product he had in- 
vented, but the financial embarrassment 
suffered in the partnership taught him 
a good lesson. He consulted an ac- 
countant as to how it might be possible 
for him to have constant information 
during the year of net income develop- 
ment. No other information is as im- 
portant to a business man as that of 
net income. Roy A. Foulke, Vice-Presi- 
dent, Dun & Brapstrekt, Inc., declares 
in his book Behind The Scenes of Bust- 
ness: “The business enterprise in the 
capital system receives its impetus from 
the profit motive.” 

To comply with the task under re- 
view, the accountant estimated the 
amount of net sales and cost of sales 
(cost of goods sold) to be expected in 
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a year. Then, he ascertained the total 
of the expenses during a year which he 
deemed to be independent of sales, the 
so-called “fixed expenses,” and the total 
of all other expenses which he consid- 
ered dependent upon the level of net 
sales, termed ‘‘variable expenses.” 
Finally, he divided the total of fixed 
expenses by the difference between 100 
per cent and the percentage of the cost 
of sales plus variable expenses on the 
net sales. The quotient, the accountant 
explained, is “the break-even point.” It 
means that when the amount of net 
sales has reached the amount of the 
break-even point, there exists neither a 
net income nor a net loss. 

Since net income is the difference be- 
tween net sales and cost of sales (called 
“gross profit on sales”) less all expenses 
and losses, it is obvious that there is 
neither net income nor net loss when 
at any level of net sales gross profit 
equals the sum of fixed expenses and 
variable expenses. This conclusion 
gave rise to a formula which the Swiss 
professor Joh. F. Schaer, the father of 
the mathematical theory of accounting, 
unfolded about half a century ago. 
This formula may be demonstrated as 
follows: 

Let “S” be the unknown amount of 
net sales at which neither net income 
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nor net Joss exists and “g” the percent- 
age of gross profit on sales. Then the 
amount of gross profit is “gS.” Let the 
percentage of variable expenses on net 
sales be symbolized by “v.” Therefore, 
the amount of the variable expenses is 
Wee) 

While both the amount of gross 
profit and of variable expenses are de- 
pendent upon the level of net sales, 
fixed expenses (“f”) are expected to 
remain at the same level regardless of 
whether the net sales are $1,000, $10,000, 
or more. Then aside from losses or 
non-operating profts (profits that have 
not arisen from sources of revenues for 
which the business was organized) 
there is neither net income nor net loss 


when: 


f 
Sata. / 
This formula is essentially the same as 
that of the accountant. Instead of “gS,” 
he used for “gross profit on sales” the 
equivalent, “net sales minus cost of 





gS =vS +forS = 


sales.” 

In this way, the gross profit at the 
break-even point is deemed to have ab- 
sorbed the entire fixed expenses of a 
period of time called the “accounting 
period” (a year, a season, or less) plus 
the variable expenses arising during 
this time. It follows that each dollar 
of net sales in excess of the break-even 
point yields a net income equal to the 
difference between the percentage of 
gross profit and the percentage of the 
variable expenses on this excess. There- 
fore, the smaller the relation of the 
amount of fixed expenses to the percent- 
age representing the difference between 
gross profit and variable expenses, the 
lower the break-even point. 

For instance, let us suppose the fixed 
expenses of an accounting period are 
$3,000 and the cost of sales is 75 per cent 
and the variable expenses 15 per cent on 
net sales. Then, the break-even point is 

$3,000 ic 
100% — (75% + 15%) 
$3,000 X 100 
10 


Now if we suppose net sales, at any 





= $30,000. 


“The only means to create an exact break-even 
point is to resort to the principle of double-entry 
bookkeeping. The balance of an account show- 
ing all expenditures as well as losses (debit) off- 
set by net sales and non-operating profits (credit) 
is the exact break-even point valid at the time that 
this balance is computed.” 
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time amount to $35,000, the net income 
is 10 per cent on the excess over $30,000 
which totals $500. 

In this way it would appear that the 
client might be currently informed of 
the book value of net income. But that 
is a fallacy, although doubtless the com- 
putation is arithmetically correct. In 
the case of 75 per cent cost of sales, the 
gross profit on sales is 25 per cent. That 
equals in the example $8,750 (25 per 
cent on $35,000). Since the fixed ex- 
penses are assumed to be $3,000 in the 
entire accounting period and the vari- 
able expenses 15 per cent on $35,000 or 
$5,250, the net income amount to $8,750 
less $8,250 ($3,000 plus $5,250) equalling 
$500. 

Instead of using a formula for the 
break-even point and the computation 
on the excess, a graph will do, as demon- 
strated by Mr. Foulke in his book 
Practical Financial Statement Analysis, 
published by the McGraw-Hill Book 


Company, Inc., New York. 
Earned Net Income Ratio 


However, the traditional break-even 
point is not an exact one. When this 
break-even point is combined with time 
it is very useful as it enables one to 
determine approximately the time at 
which the fixed expenses of an account- 
ing period may be absorbed and all 
further net sales yield net income. 

In this computation the amount of 
the break-even point is divided by the 
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amount of net sales of an accounting 
period (“a”) as the numerator ot a trac- 
tion, the denominator of which is the 
number of months of the accounting 
period (“b”). If “a” is $60,000, and 
“b” is 12 months, then the break- 


60,000 


even point of $30,000, divided by 
shows that 6 months will elapse unul 
the fixed expenses of the entire account- 
ing period are absorbed after which 
each further dollar of net sales yields 
ten cents net income. The combination 
of the traditional break-even point with 
time may be called “the ratio of the 
chance to earn net income.” 

However, net income may already 
exist before the six months have 
elapsed. The amount of fixed expenses, 
$3,000, must be prorated over the whole 
accounting period. In this example, a 
net income of $1,500 is incurred in the 
first six months (25 per cent gross profit 
on $30,000 = $7,500 less 15 per cent 
variable expenses on $30,000 = $4,500 
and a half of the fixed expenses of 
$3,000). Therefore, the condition at 
which the amount of gross profit is 
equal to the sum of all expenses in- 
curred may exist once, several times, or 
not at all. 

The lower the ratio of the chance to 
earn pure net income, the shorter is 
the time when net income is earned and 
the less the efforts necessary to attain 
its goal. This ratio is significant in 
determining the adequacy of net work- 
ing capital as well as in such cases as 


the purchase of a business or in granting 
credits. 

In using the traditional break-even 
point for currently observing the de- 
velopment of net income ot his business, 
the young owner was disappointed. 
Apart from the fact that there already 
was net income before the break-even 
point was reached, which he did not 
know, the income statement at the end 
of the year showed a result worse than 
the net income computed by the break- 
even point. 

The reason why the break-even point 
did not fit with the book value of the 
net income is that expenses considered 
to be fixed sometimes vary to a certain 
extent with the fluctuation of net sales. 
Furthermore, the so-called variable ex- 
penses do not change proportionally to 
the amount of net sales. Salaries, com- 
monly classified as fixed expenses, in- 
crease progressively when net sales 
In this case, more 
controls are necessary than before. Yet 
most of the variable expenses do not 


become greater. 


rise in the same degree as the activity. 
Even cost of sales do not always rise or 
fall proportionally with the change in 
the amount of net sales. Finally, when 
the percentage of gross profit on sales 
fluctuates, all research as to the de- 
pendency of the expenses on the 
amount of net sales has been in vain. 
However, a solution was developed. 
Since the owner wished to observe 
(Continued on page 39) 


“When the break-even point oj sales (where there exists neither a net income nor a net loss) is com- 
bined with time it is very useful as it enables one to determine approximately the time at which the 
fixed expenses of an accounting period may be absorbed and all further net sales yield net income.” 
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CHARACTERISTICS 


LIST OF PAPER OFFERED FOR DISCOUNT, BY 


B. M. JACKSON & CO., BANKERS, 


SUCCESSORS TO JACKSON & BUTTS, 


No. 38 WEYBOSSET STREET, Bank of North America Building, 


SUBJEOT TO PREVIOUS SALE. 


Dyewti Ctl, Ge Py 


Telegraph the num 


PROMISER OR ACCEPTOR. 


F. 


: Jan use of the commercial 
paper market—the discounting of 
short-term promissory notes with open 
market commercial paper brokers for 
resale to outside banking institutions— 
is a method of borrowing which has 
been used by business men for around 
a century anda half. From meager be- 
ginnings, this technique has achieved 
broad recognition because of features 
distinctive and advantageous both for 
borrower and the investor. 

On March 31, 1818, one Samuel Fitz- 
hugh signed a promissory note for 
$2,500 payable 60 days after date to 
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of the pieces discounted. 


DRAWER OR ENDORSER AMOUNT 


SZ 





LEWIS UPHAM 


National Credit Office, Inc. 


William Fitzhugh, Jr., at the Bank of 
Columbia, George Town, in the Dis- 
trict of Columbia. William Fitzhugh, 
Jr., as an accommodation endorsed the 
note which was then discounted at the 
bank. The note was not paid at ma- 
turity and the Bank of Columbia 
brought action in the Washington 
County Court against the endorser for 
payment. A verdict and judgment 
were rendered for the defendant who 
contended that proper notice and de- 
mand for payment had not been made 
according to statute. Upon appeal, in 
an opinion rendered nine years later, 
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in 1827, the judgment of the lower 
court was reversed by the Court of 
Appeals of Maryland. 

This suit is of historic interest as the 
Bank of Columbia, in support of its ac- 
tion, established “that there had existed 
at George Town from the year 1793, to 
the date of the note a practice among 
banking corporations, merchants, and 
dealers in negotiable paper, of demand- 
ing payment of unpaid notes and bills, 
on the fourth day after the time limited 
pay payment ... ” 

The interesting phrase in this quota- 
tion from the early court records of the 
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For ten years now interest rates have been considerably lower than the very high level reached in 
1929; the general tendency has been downward. Since V-] Day there has been no evidence of the 
sharp rise such as that of the post-war period after World War 1; increases during the latter half 


of 1946 and early 1947 were slight. 


State af Maryland consists of the four 
words “dealers in negotiable paper.” 
Unfortunately, there is no contempor- 
ary interpretation of this interesting 
phrase. Such individuals may have 
been dealers in the sense that they were 
private bankers or wealthy investors 
who made a practice of discounting 
promissory notes, like the so-called 
note-shavers of a decade or so after this 
opinion was rendered. 

If these “dealers in negotiable paper” 
from the year 1793 did actually buy and 
sell promissory notes, and that is quite 
possible considering the wide use of 
promissory notes in settling merchan- 
dise obligations during this early period 
of our national existence, then it is clear 
that the present day highly specialized 
business of the commercial paper 
broker has had a long, honored line- 
age. 

Seventy-five years ago a relatively 
small number of merchants, usually in 
trades such as tobacco, silks, and occa- 
sionally jobbers of dry goods, would 
eridorse nates received from their cus- 
tomers and would ask one of the few 
brokers then established to place these 
“endorsed bills receivable” with some 
bank. 

Compared to the widespread efficient 
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brokerage organizations of today, it is 
amusing to recall the picture of one of 
those small brokers of the 1870's. 
Dressed in the very tall silk hat and 
frock coat of the period, he would call 
on merchant friends. Such calls often 
ended in the consignment for sale of 
some bills receivable.. The broker 
would put the notes inside the hat band 
of his “topper” and would proceed to 
the banks. Here he would doff his hat, 
take out of the inner hat band the notes 
receivable, and bargain with the banker 
as to whether the rate should be to or 


12 per cent. 
Volume Variations 


The volume of the outstanding open 
market commercial paper has gone up 
and down with the broad variations in 
business activity. A peak in volume of 
$1,296,000,000 was reached in January 
1920; it fell off during 1921, before 
starting to climb again. It rose from 
1921 through 1924 followed by a grad- 
ual reduction until 1929 as many com- 
panies took advantage of the inflated 
stock market condition to acquire 
permanent capital. Following the 
crash, commercial paper outstandings 
as reported by the Federal Reserve 
Bank of New York, were reduced 
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Interest rates effect the volume of open market borrowings. 


sharply and consistently, except for a 
small gain in 1930, until they reached 
a low point of $60,000,000 in May 1933. 
Again, following general conditions, 
volume increased from then until the 
recession of late 1937. 

The subsequent recovery lasted until 
the beginning of the war and outstand- 
ings in February 1942 were $388,000,- 
ooo, the highest point in over a decade. 
The conversion of many concerns to 
war production, which did not lend 
itself readily to short-term financing, 
rapid payments, and expanded working 
capital in other lines, was reflected by a 
decrease in outstandings which reached 
their recent low of $101,000,000 in June 
1945: 

During the first six months following 
the surrender of Japan, outstanding 
commercial paper as reported to the 
Federal Reserve Bank of New York 
increased over 60 per cent. A normal 
seasonal decline occurred during the 
Spring of 1946 accentuated by de- 
creased open market borrowing of flour 
millers, who normally are substantial 
users of the open market form of 
borrowing. During the last six months 
of 1946, outstanding paper again rose 
consistently and by the year end 
amounted to $227,600,000. 


M A Y i. *#-2.2 
















































































T | | | | tet Poe eee 
FEE 

TT Te ee 
‘mame! | | 1.1.1 1.1.1 | |_| 
a 
eee | RE | 





{ ] 














es al rs 


3 ¥ CALL _LOANS 
=, (RENEWALS) 























Several corporations, including out- 
standing businesses, recently have used 
the commercial paper market for the 
first time, while other previous borrow- 
ers that had had little need for short 
term borrowings during the war have 
become active again. To attract new 
users and to retain the old ones, the 
commercial paper market must present 
some advantages to prospective bor- 
rowers. The low interest rate com- 
manded by prime open market promis- 


sory notes probably represents the most 
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tangible advantage. Commercial paper 
brokers sell notes at the lowest short- 
term discount rate existing in the 
country. As competition starts to 
limit profits, the possible saving in in- 
terest rates will be an increasingly 
strong argument in favor of use of the 
open market by borrowers, particu- 
larly if money rates rise and there is 
a wider differential between the rate 
on open market commercial paper and 
ordinary commercial loans. 


Many corporations value the adver- 
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Sotp To OuTsIDE INSTITUTIONS 


Reported to 
Federal Reserve — 


a = Soto Direct sy* 
Bank of New General Motors 


June Com. Invest. 
30 © York by Brokers Accept. Corp Trust, Inc. 
1946 $121,000,000 $ None $ 3,965,000 

1945 101,000,000 None None 

1944 136,000,000 None None 

1943 143,000,000 None None 

1942 315,000,000 150,219,500 88,377,000 
1941 299,000,000 247,457,500 168,366,500 
1940 224,000,000 123,645,000 132,747,000 
1939 181,000,000 87,876,500 70,333,000 
1938 225,000,000 88,694,000 61,979,000 
1937 285,000,000 119,243,000 116,438,500 
1936 =169,000,000 168,009,000 92,096,000 
1935 159,000,000 67,824,000 65,825,500 





= —— 
Commercial 


Total Total 
Credit Co. Sold Direct Outstandings 
$ 8,287,500 $ 12,252,500 $133,252,500 
None None 101,000,000 
None None 136,000,000 


16,152,500 16,152,500 159,152,500 


68,301,000 306,897,500 621,897,500 
121,108,000 536,932,000 835,932,000 
94,669,000 351,061,000 575,061,000 
45,224,000 203,433,500 384,433,500 


433,879,000 
602,812,000 } 
518,650,500 
341,461,000 


208,879,000 
317,812,000 
349,650,500 


182,461,000 


58,215,000 
82,130,500 


89,545,500 
438,811,500 


* The General Motors Acceptance Corporation and the Commercial Credit Company sell their notes to out- 
side institutions through their own note salesmen rather than through commercial paper brokers; the Com- 
mercial Investment Trust, Incorporated, sells its notes both ways, partly through commercial paper brokers 
and partly through its own organization. The Commercial Investment Trust, Incorporated, figures include 
the outstanding commerciai paper of Universal Credit Corporation prior to 1942 when the business of Uni- 
versal Credit Corporation and its subsidiaries was consolidated with the business of Commercial Investment 
Trust, Incorporated, and its subsidiaries. The outstanding paper of such organizations which is sold 
direct does not appear in the figures reported to the Federal Reserve Bank of New York. 
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tising received when their notes are 
sold in the open market. Bank officers 
and directors who pass on the purchase 
of these notes have far-reaching busi- 
ness connections. In this day, with 
the reshuffling of buying and market- 
ing arrangements, a widespread estab- 
lished reputation for financial stability 
and integrity is a valuable asset. As a 
commercial paper borrower, a company 
gains considerable prestige for this 
means of financing is open only to con- 
cerns of top flight caliber. In the com- 
mercial paper market there exists defi- 
nite and high—although unwritten— 
standards. The facilities of the open 
market are available only to companies 
of the highest standing both in regard 
to financial stability and general reputa- 
tion. Above a certain minimum, the 
size of a concern will not exclude it 
from the open market. Present bor- 
rowers range in net worth from ap- 
proximately $250,000 to over $250,000,- 
000. 

The availability of substantial outside 
credit facilities as well as established 
depository commitments is another ad- 
vantage to concerns whose operations 
call for sizable seasonal borrowings, 
particularly those companies dealing in 


primary commodities. Industries with 


_ decided seasonal fluctuations normally 


provide a large percentage of the open 


(Continued on page 60) 
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PRODUCTION PRICES 


TRADE FINANCE 


Manufacturing and employment were maintained close to peace- 
time peak levels in March and April. Dollar trade volume hit 
new highs while unit sales declined. Some individual prices 
decreased but the over-all price level rose. Failures increased. 


. Fost war production peaks 
again were exceeded in March but out- 
put declined slightly in April, reflect- 
ing mainly the temporary closing of bi- 
tuminous coal mines. Further increases 
in production were often limited by 
adverse weather, the difficulty of obtain- 
ing additional supplies of raw materials, 
and recurring work stoppages. Minor 
declines in the production of some com- 
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modities occurred as supply lines filled 
and demand decreased. 

High output in the durable goods in- 
dustries was primarily responsible for 
the increased industrial production in 
the first quarter of 1947. Steel mills 
achieved new records in tonnage out- 
put for the post-war period; by March 
monthly production was over 7,000,000 
tons, higher than in any pre-war period. 
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Industrial Production 


Seasonally Adjusted Index: 1935-1939 == 100; Federal Reserve Board 








1944 1945 1946 1947 
January 243 234 160 188 
February 244 236 152 188 
March 168 189° 
April 165 
May 2 159 
June 235 170 
July 230 210 172 
August 232 186 177 
September 230 167 
October 232 162 
November 232 168 
December 232 163 182 
* Approximation; figure from quoted source not available. 


Several automobile plants set all-time 
records and total automobile produc- 
tion was at a post-war peak in March. 

Reflecting consumer resistance to 
high prices, shoe production in the first 
quarter of this year fell below the high 
1946 levels. Cotton consumption by 
mills rose seasonally in March and was 
above that of a year ago. Paper and 
paperboard mills operations remained 
above 100 per cent of capacity; meat pro- 
duction declined seasonally in March. 

Bituminous coal production in early 
April fell sharply from the very high 
March level as safety inspections and 
precautionary measures limited mining 
operations. Output in the first two 
weeks of April was 57 per cent below 
the corresponding March output; it was 
more than six times the strike-restricted 
output of the corresponding 1946 period. 
By mid-April production was again 
close to the high March level. 

New construction undertaken in 
March was valued at $785 million, ac- 
cording to the U. S. Department of 
Commerce. This was a slight increase 
over February and 30.6 per cent over 
March 1946. Privately financed con- 
struction accounted for about 80 per cent 
of the total construction expenditures. 

The increase in value of manufactur- 
ers’ inventories in the past eight months 
was more rapid than that in any other 
period. This rise, due in part to in- 
dustry’s large demands for goods and 
to the sharp price rises, slackened some- 
what in February. The value of manu- 
facturers’ shipments and new orders 
increased along with inventories. 


© Total employment 
¢ pile yment aioe high in 
March and in the early part of April. 
Due primarily to seasonal factors, non- 
agricultural employment dropped off 
slightly in the first two months of the 
year but rose by mid-March to a record 
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Employment 
Midivons of Persons, U.S. Burton of Consus 
1944 1945 1946 1947 

January 50.4 50.1 51.0 55-4 
February 50.3 50.6 51.2 55-5 
March 50-5 50.8 2.5 50.1 
Apnil 51.3 ° 51.2 54:1 
May 52.0 51.3 5 
June 53-2 §2.1 4 
July ; 4. 578 
August 53.2 3.6 57:7 
September 52-3 51.4 57:1 
October §2.2 51.6 57.0 
November 51.5 51.5 57.0 
December 50.6 51.2 56.3 


* New series. 


number for the month. Increased need 
for farm workers raised the level of 
agricultural employment in Macch al- 
though not to the usual extent because 
of bad weather. 

Unemployment continued to number 
only slightly more than 2,000,000 per- 
sons during the March census week, 
according to the U. S. Bureau of the 
Census. 

While many contract negotiations be- 
tween unions and management were 
more peaceably settled this year than 
a year ago, some workers were out of 
work due to strikes and other contro- 
versies. The inability of the National 
Federation of Telephone Workers and 
the Bell Telephone System to reach a 
contract agreement resulted in a strike 
of about 325,00 telephone workers start- 


ing April 7. 

S, Although a decline in 
- SnCOME a i 

farm marketing in Feb- 

ruary pushed total income payments to 
individuals slightly below the January 
level on a seasonally adjusted basis, in- 
come payments remained about 13 per 
cent above those a year ago. Despite 
this record amount of income being re- 
ceived, consumers reduced their savings 
chiefly to buy necessary or desired goods 
at the currently high prices. In 1946 
individuals’ savings totalled $15.8 bil- 
lion, the lowest since 1941 but almost 
double the amount in 1939; in 1946 sav- 
ings were about 8 per cent of disposable 
income, the same as in 1939. 

The volume of farm marketings in 
the first four months of 1947 was below 
that of a year ago; because of increased 
prices farm income was up more than 
20 per cent to about $7.5 billion for 
January through April. 

During 1946 nonfarm income, which 
comprises go per cent of total income 
to individuals, did not rise to the same 
extent as farm income; in February it 
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Wholesale Commodity Prices 


Index 1926 = 100, U. S. Burean of Labor Staustes 










1944 1945 1946 1947 
January 103.3 104.9 107.1 141.5 
February 103.6 105.2 107.7 144.6 
March 103.8 105-3 108.9 149.8* 
April 103.9 105.7 110.2 
May 104.0 106.0 111.0 
June 104.3 106.0 a12 
July 104.1 105.9 
August 103.9 105.7 ; 
September 104.0 105.2 b 
October 134.1 
November 104.4 106.8 139.7 
December 104.7 107.1 140.9 


* Approximation; figure from quoted source not available. 


was about 10 per cent above the similar 
month a year ago. Increased wage rates 
for production workers, who account 
for about one-quarter of all employed 
persons, have been the primary reason 
for the rise in nonfarm income. Aver- 
age hourly earnings of factory workers 
rose to $1.165 in February, 16 per cent 
above a year ago; average weekly earn- 
ings rose to about $47, close to the war- 


time peak of $47.50. 
[ea During March and April 
some price cuts occurred in 
steel, farm machinery, and a few other 
manufactured goods; some retailers 
similarly reduced prices. The general 
price level, strengthened by large for- 
eign exports, Federal price supports, 
higher wages, and a continued increase 
in. the extension of credit, moved closer 





Consumers’ Price Index 








Index 1935-1934 = tou, U.S Buscun of Labor Staustes 
1944 1945 1946 1947 
January 124.2 127-1 129.9 153-1 
February 123.8 126.9 129.6 152.8 
March 123.8 126.8 130.2 154.0° 
Apnil 124.6 127.3 130.0 
May 125.1 128.1 131.7 
June 125.4 129.0 133. 
July 126.1 129.4 14 
August 129.3 I 
September 12 . 
October 0.5 128.9 148.6 
November 126.6 129.3 152.2 
December 127.0 129.9 153-3 


* Approximation; figure from quoted source not available, 


to the 1920 peaks during March and the 
first part of April. 

In March wholesale prices in most 
commodity groups were between 20 
and 50 per cent above those of a year 
ago. Prices in the foods, hides and 
leathers, farm products, and building 
materials groups increased during the 
year more than those in any other com- 
modity groups. 

Prices of goods bought by consumers 
have moved in the same direction as 
wholesale prices. In comparison with 
the 1935 to 1939 average the prices of 
food, clothing, and house-furnishings 
were up the most, more than 80 per cent. 
Food has increased in price to such an 
extent that it absorbs 43 per cent of liv- 
ing costs compared with an average of 
35 per cent for 1935 to 1939. 

(Continued on page 26) 








Total United States exports including reexports were the largest in 1944, totalling $14,261,000,000; 
this was considerably higher than the $6,234,000,000 in 1917, largest World War I export year. About 
80 per cent of the value of 1944 exports were shipped under Lend-Lease; in 1946 all but 20 per cent of 
the $9,7 38,000,000 in total exports were “commercial” exports. The 1946 imports valued at $4,935,- 


000,000 were only slightly below the 1920 peak. 
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Data from the U. S. Department of Commerce. 
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pA , While consumer resistance 

to high prices was frequent- 
ly apparent, dollar volume in March 
and the first half of April remained 
very high. Retail sales received added 
impetus from the sharp rise in credit 
buying; installment purchases doubled 
in the past year and surpassed the pre- 
vious peak of 1941. Dollar volume was 
further sustained by additional small 
price increases. 

With the combination of an early 
Easter and cold rainy weather, March 
sales volume did not increase appre- 
ciably over that of a year ago; unit 
volume in some lines was slightly be- 
low that of a year ago. Large promo- 
tions were held by many stores after 
the holiday in an effort to maintain 
dollar sales volume and reduce inven- 
tories. Jewelry and apparel stores and 
eating and drinking places felt the 
pinch of the curtailment in consumer 
buying more than most other lines; 
sales volume in these stores fell moder- 
ately below the level of a year ago. Sales 
volume in food, automotive, building 
material, and home-furnishing stores 
continued high. 

Retail inventories, which dropped at 
the end of 1946, rose to $9,487,000,000 at 
the end of February. This was close to 
the record November level and repre- 
sented 1.3 times the February sales vol- 
ume compared with a 1.9 ratio in the 
same 1939 month. 

As retail stores were finding it more 
difficult to turn over stock on some 
goods as rapidly as in previous months, 
buying from* wholesalers became more 
cautious. Wholesale dollar volume 
generally remained well above that of 
a year ago, but in certain nondurable 
good lines orders were limited to meet 
immediate needs. 

Wholesale inventories have risen 
steadily since the end of the war; the 
February figure of $6,514,000,000 was a 
record high and was 53 per cent above 
that of a year ago. Sales volume in 
February was about 2.0 times inventory 
value while in 1939 the ratio was 1.1. 

Foreign demand for United States 
goods and services, unequalled in any 
pre-war period, contributed to the pres- 
sure on prices in the United States and 
in turn supported trade and production 
levels. Of the $15.3 billion worth of 


United States exports in 1946 about one- 
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half was financed by gifts or loans, a 
small percentage by dollar balances or 
gold payments, and the rest by imports. 
In 1946 exports accounted for 8 per cent 
of the gross national product as com- 
pared with 4 per cent in 1939. Exports 
continued to increase in the first part 


of 1947. 
% Reflecting the high level 
MANCE of employment and in- 
come and the usually large March 
income tax receipts, national receipts 
in March exceeded expenditures by $2.1 
billion. With the cash retirement of 
maturing securities, the gross public 
debt was reduced $2.3 billion to $259 
billion. This large excess of receipts 
over expenditures brought the surplus 


Retail Sales 


Seasonally Adjusted Index: 1955-1939 = 100, U. S. Department vf Commerce 
os 








1944 1945 1946 1947 
January 175.6 193-3 237.6 276.2 
February 173-9 193.0 243-3 278.5 
March 177-9 196.4 278 © 
April 169.6 180.6 
May 174.5 184.6 £ 
June 174-4 189.6 4 
July 179-4 198.4 247.5 
August 196.2 261.4 
September 256.5 
October 260.3 
November 273.0 
December 7-7 270.1 


* Approximation; figure from quoted source not availabk 


for the fiscal year 1947 through March 
31 to about $3 billion. 

Member banks of the Federal Reserve 
System continued to meet the demand 
for loans by business. Commercial, in- 
dustrial, and agricultural loans rose 
about $370 million in March and to- 
talled $3,700 million more than a year 
ago. Realestate loans increased slightly 
during the month; loans to purchase or 
carry Government or other securities 
declined. 

Many corporations received the larg- 
est earnings on record as a result of the 
peak consumer spending and the high 
national income in 1946. Annual re- 
ports of 2,958 corporations studied by 
the National City Bank indicated a 28 
per cent increase in net income after 
taxes from 1945 to 1946. Trade and 
service lines led all others in the rise 
and transportation alone had a decrease. 
The increase in earnings was attributed 
chiefly to the expansion in sales volume 
and not to increased profit margins. 

There were only temporary advances 
in security prices during March; gen- 
erally prices moved downward as re- 
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flected in the Dow-Jones industrial 
stock price averages. The monthly in- 
dustrial stock price averages had moved 
up slowly since the November low and 
the reversal in March brought them to 
approximately the January level. 


FYorchs Contrary to the usual 
FAKES seasonal decline in 
March, business failures continued up- 
ward in March reaching a total of 254. 
This fourth consecutive month of in- 
crease brought concerns failing to the 
highest level in the last three and a half 
years. Failures were almost three times 
as numerous as in March a year ago, but 
amounted to only one-fourth the num- 
ber in the same month of pre-war years. 
About one-third of the enterprises fail- 


Industrial Stock Prices 


Monthly Average of Daily Index. Dow-Jone 









1944 1945, 1946 1047 
January 137-74 153.05 149.00 176.10 
February 135.97 157-13 181.54 
March 139.07 157-22 2 176.00 
April 137.19 160.47 5 
May 139.22 165.58 2 
June 145.40 7.3 
July 143.37 202.27 
August 146.72 . 
September 172.72 
October 169.48 
November 168.94 
December 150.35 192.74 174.38 


ing this March were in their first year 
of operation, compared with one-sixth 
in the corresponding month of 1946. 
The Failure Index, which projects the 
monthly failure rate to an annual 
basis, indicated 11.5 businesses failing 
per 10,000 concerns in operation. 

Failures occurring in March involved 
current liabilities amounting to $15,251,- 
000, the largest volume reached in any 
month since 1940, except December 
1946. 

Failures, grouped by size of debt, 
were more numerous this March than 
a year ago in each size group. Small 
failures with losses under $5,000 in- 
creased the least, continuing below 50 
compared with an average of 500 per 
month prior to the war. Exception- 
ally big failures were exceeded only in 
January this year since May 1938. 

Almost four-fifths the month’s fail- 
ures occurred in manufacturing and 
retailing. All of the increase from 
the February level was concentrated in 
these two groups. Two industries, ma- 
chinery and lumber, accounted for 
nearly half of the manufacturing fail- 


M A Y I 9 











SIGNIFICANT INDICATORS 


COMPILED BY THE PUBLISHERS OF “DUN’S REVIEW” 


More detailed figures appear in Dwun's SravisticaL REVIEW. 





Tue Fartur—E Recorp 


Dun’s Farture INDEX * 
Unadjusted 
Adjusted seasonally... 

NUMBER OF FAILURES.... 

NUMBER BY SIZE OF DEBT 
Under $5,000.......+6 
$5,000-$25,000 .....4+ 
$25 ,000-$100,000 
$100,000 and over.... 

NuMBER BY INDUSTRY GROUPS 
Manufacturing ...... 
Wholesale Trade...... 
Retail Trade. s scsceca 
Construction ........ 
Commercial Service... 





Mar. Feb. Mar. PerCent 
1947 1947 1946 Changet 
12. 13.8 4.8 +158 
11.5 11.8 4.5 +156 
254 238 86 +195 
40 35 17 +135 
115 108 40 +288 
68 65 17 +300 
31 30 12 +158 
108 92 41 +163 
2 34 10 +140 
88 70 17 +418 
13 20 10 + 30 
21 22 8 +163 


Liapitities (in thousands) 


Current Liapinitirs... $ 
Toray LiasiLities..... $ 


15,251 $12,976 $4,421 +245 
15,251 $12,976 $4,529 +237 


* Apparent annual failures per 10,000 enterprises. 
+ Per cent change of March 1947 from March 1946. 





























75 
50 INDEX —— 
Apparent annual failures 
per 10,000 enterprises 
25 Ds 
% 
| — ADJUSTED 
CO) For Seasonal Variation 
o LUNADJUSTED jiu it Li 
1943 1944 1945 1946 1947 


Fai_urrs By Div 


(Current liabilities in 
thousands of dollars) 


MINING, MANUFACTURING... 


Mining—Coal, Oil, Misc... 
Food and Kindred Products 
Textile Products, Apparel.. 
Lumber, Lumber Products... 
Paper, Printing, Publishing. 
Chemicals, Allied Products. 
Leather, Leather Products.. 
Stone, Clay, Glass Products. 
Iron, Steel, and Products... 


MACDINEEY nc esnccvnscavees 
Transportation Equipment.. 
Miscellaneous . ......ccceoe . 
WHOLESALE TRADE. ....0 . 
Food and Farm Products... 
Apparel . vccaciccscetsveese 
DES GO cccavecencaces 
Lumber, Bldg. Mats., Hdwr. 
Chemicals and Drugs...... 
Motor Vehicles, Equipment. 
MSCGUAREOUS 60 cin ccdcncve 
BETA THADE 6 ccdccevcces . 
Food and Liquor. .......0. 
General Merchandise....... 
Apparel and Accessories.... 
Furniture, Furnishings..... 
Lumber, Bldg. Mats., Hdwr. 
Automotive Group.......+« 
Eating, Drinking Places.... 
DSR SIORES vcccecesccedces 
Miscellaneous ....se0e. evcee 
CONSTRUCTION .....eee00e oe 


General Bldg. Contractors.. 
Building Sub-contractors... 
Other Contractors. ..+seeee 


COMMERCIAL SERVICE ...se00 
Highway Transportation... 
Misc. Public Services.....+ 
HOteds . c sccccccvcccevcece 
Cleaning, Dyeing, Repairs.. 
Laundries 
Undertakers 
Other Personal Services..... 
Business, Repair Service.... 
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ISIONS OF INDUSTRY 


7-Number— -—Liabilities~ 


























Jan.-Mar Jan.-Mar. 
1947 1946 1947 1946 
267 105 30,010 4,836 
3 4 86 214 
12 6 2,948 279 
17 13 875 228 
13 19 3,267 510 
10 2 634 66 
16 5 1,974 114 
14 ae 1,134 Pr 
9 I 395 16 
19 3 2,017 221 
53 24 8,761 2.060 
12 7 3,822 414 
59 21 4,094 714 
85 22. 5,498 ~—-1,433 
16 8 1,911 860 
4 I 125 3 
6 I 170 25 
2 44 we 
3 41 . 
54 12 3,207 545 
234 66 4,239 772 
42 13 630 90 
il 6 177 133 
40 12 626 97 
32 2 505 37 
10 2 150 9 
20 9 385 50 
44 5 1,202 245 
7 2 67 
28 5 497 105 
48 32 »=«1,682 806 
14 3 858 378 
31 23 486 228 
3 ‘ 338 200 
60 33 _1,901 _ 3,929 
31 10 1,300 2,888 
I ee oe 
I I 9 687 
5 3 285 I 
2 2 30 202 
I in 13 oe 
4 6 38 22 
15 I 308 114 
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WHOLESALE Foop Pricr INDEX 


The index is the sum total of the price per pound ot 
31 commodities in general use: 


1947 1946 1947 
Apr. 22..$6.06 Apr. 23..$4.19 High Mar. 4.$6.77 
Apr. 15.. 6.24 Apr. 16.. 4.20 Low Apr. 22. 6.06 
Apr. 8.. 6.41 Apr. 9.. 4.19 1946 
Apr. 1.. 6.45 Apr. 2.. 4.19 High Nov. 19.$6.49 
Mar. 25.. 6.56 Mar. 26.. 4.18 Low Jan. 22. 4.12 


DatLy WHOLESALE Price INDEX 
The index is prepared from spot closing prices of 30 

















basic commodities (1930-1932 = 100). 
1 
Apr. Mar. Feb. Jan. Dec. 
Bee 265.81 256.96 236.55 OY gaa Tiwana 
ae 262.93 eee mere 242.26 239.82 
a 262.67 257-99 237.54 244.37 240.39 
hee eee 257.89 239.37 244.53 240.52 
Se 263.12 258.91 240.32 ; 239.59 
6.. Paaé 261.15 240.56 243.71 241.36 
7 ae 263.40 261.96 241.93 243-75 241.61 
| ae 262.43 262.36 242.31 244.33 beer 
Gisas 261.81 Dar eee | eer 243.14 241.13 
Is 262.26 263.46 244.37 241.78 240.85 
BE 262.18 263034 244.96 241.77 242.83 
32. 262.02 264.22 7 antes Cates 242.28 
43... Enaiie 268.49 244.78 * 240.87 243.36 
14.. 258.28 269.20 245.22 240.37 244.35 
15. 258. 268.14 245.88 239.59 wee 
16. 256 : rer , eee 238.48 244.88 
17.. 268.04 246.84 236.77 243-55 
18.. 269.25 247.05 235.81 246.48 
19.. 265.82 248.20 aaa 244.90 
- Rae 264.84 248.76 235.68 245.23 
P| ee 263.89 248.89 34.65 245.00 
22.0 257-74 264.30 wee 233.78 fore 
Bese 256.32 7 vee acres 222.80 245.59 
BMiavex 256.28 267.63 250.58 233.36 246.34 
25.--- 256.15 268.03 252.33 233.11 nar t 
26.. 257.05 2609.13 252.19 | aoe 5 
Seiess Wivecs 266.94 253-55 233.75 a, 
| 255-75 267.16 254.70 233.05 244.30 
Wis ss 253.35 267.02 235.39 wena 
Mess. . ) Keats VP xw ary 235.88 243.40 
eae 267.47 235.82 243.35 
+ Sunday. * Markets closed. 
BANK CLEARINGS—INpIVIpUAL CITIES 
(Thousands of dollars) 
March— —~ b2 
1047 1946 Change 
NE os oniccaxeens 1,876,627 1,777,089 + 5.6 
Philadelphia ....... 3,788,000 3,344,000 +13.3 
DRM ob cece an cavs 333.811 264,925 -+26.0 
Pottabureh << sciscce 1,148,966 1,076,841 + 6.7 
Cleveland . ...< 0000 1,193,875 964,210 +23.5 
Cincinnati .......0. 715,487 579,562 +23.5 
Baltimore ......e0. 840.357 770,014 +10.4 
Richmond ......6+ 488.393 406,192 -+-20.2 
Atlanta 923.00 787,900 +17.1 
New Orle 513.630 448.051 +14.6 
Chicago . 3,021,384 2,538,523 +19.0 
Detroit . 1,460,439 1,244,544 +17.3 
St EMG ceccsccee 1,067,362 931,806 +14.5 
Louisville .....200- 471,233 387,772 21.5 
Minneapolis ....... 1,016,176 762,687 +-33.2 
KRansaé Cy. .cc.cic 1,237,368 1,026,909 +20.5 
CREAR cvcicecceces 516.027 400,288 +28.9 
SNE ie ca segouces 401,513 346,83r +15.8 
DMM oecdeseosswca 828,074 691,040 +19.8 
Houston ..... 694,996 582,109 +19.4 
San Francisco. ..... 1,661,898 1,468,615 +13.2 
Portland, Ore...... 422,179 339,329 +24.4 
SOME . <c-cccceuds 434-699 380,247 +14.3 
Total 23 Cities... 25,055,404 21,519,484 +16.4 
New Yosls.<sccoce 31,698,566 31,001,466 + 2.2 
Total 24 Cities..... 56,754,060 52,520,950 + 8.1 
Daily Average...... 2,182,848 2,020,037 + 8.1 


Bui_piInc PerMIT VALUEs—215 CITIES 





Geographical ———March— —_ %o 
Divisions: 1947 1946 Change 
New England....... $10,009,132 $22,455,935 —55-4 
Middle Atlantic..... 74,141,842 74,952,103 — 1.1 
South Atlantic...... 20,259,565 46,396,861 —56.3 
East Cental. <sicccses 46,771,670 101,640,069 —54.0 
South Central....... 26.546.321 58,177,847 —54-4 
Weat Central. ....+. 10,259,618 27,076,354 —62.1 
MOURNE. gc cccecass 5,659,130 9,592,406 —41.0 
PMO: evasdcexvess 41,415,985 84,944,908 —51.2 
"SURE Ue Sicvccouces $235 ,063,263 $425,236,543 —44-7 
New York City...... $61,422,127 $42,362,246 +45.0 
Outside N; Y. City.. $173,641,136 $382,874,207 —54.6 
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ures. Failures of machinery manufac- 
turers were the largest number reported 
in this line in any month since 1934. 
Liabilities of over $11,000,000 were in- 
volved in manufacturing failures, 
whereas little more than $1,000,000 were 
incurred in failures in any other in- 
dustry or trade group. In all except 
two lines of manufacturing, losses ran 
above $100,000, exceeding $1,000,000 in 
the machinery and lumber industries. 

While the number of failures was 
somewhat lower in retail trade than 
in manufacturing, retailing increased 
more sharply above the 1946 level. In 
individual retail lines between ten and 
twenty businesses failed in food, ap- 
parel, furniture, the automotive group, 
and eating and drinking places, more 
failures than in any month in two 
years. 

Non-metropolitan areas accounted for 
142 failures during March compared 
with 112 in the twenty-five largest 
cities. While concerns failing in the 
big cities declined from the February 
level, failures in the balance of the coun- 
try increased for the fourth straight 
month. Among the cities New York 
had 30 failures, almost three times as 
many as in any other city. Los Angeles, 
despite a decline from its February 
peak, had the second highest number, 
fourteen. The sharpest increases from 
last year’s level were in Chicago, Phila- 
delnhia, and Detroit, but no more than 
twelve concerns failed in any of these 
cities. Only five large cities did not re- 
port any failures during March; four- 
teen cities did not have any failures in 
the corresponding month a year ago. 
Three-fifths of the month’s aggregate 
liabilities were concentrated in the non- 
metropolitan districts; in the cities 
losses exceeded $1,000,000 in New York, 
Chicago, and Los Angeles. 

Regionally, March failures were heav- 
iest in the Middle Atlantic, Pacific, and 
East North Central States where con- 
cerns failing totalled 76, 56, and 4o, 
respectively. Except for the 24 fail- 
ures occurring in the New England 
States, no other region had more 
than 15 failures. In all geographic re- 
gions failures were more numerous this 
March than last; the rise was sharpest 
in the Middle Atlantic States where 
failures were up from 16 a year ago to 


'76 this March. 
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REGIONAL 
TRADE BAROMETER 
FEBRUARY, 1947 


INCREASES OVER A YEAR AGO: 


[__]Under tog [777] 10 w59 
UZZ'5 1208 §3%3 20 we 258 


CONSUMER BUYING INCREASES 


The United States Trade Barometer (seasonally adjusted) rose to 268.6 in March from 261.7 


in February. 


2 

Worrivie adverse weather re- 
stricted shopping during the first and 
final weeks of February, retail volume 
for the month remained close to the 
high January level. Total volume was 
well above that of the corresponding 
1946 month. The dollar volume of re- 
tail sales declined 6 per cent to $7.4 bil- 
lions in February (U.S. Department of 
Commerce); this was 15 per cent above 
the February 1946 figure. 

There was a slight increase in con- 
sumer purchases of commodities dur- 
ing February as measured by the Dun’s 
Review Trade Barometer. The ba- 
rometer rose 1.9 per cent to 261.7 (1935- 
1939100), after adjustment for sea- 
sonal variations and the number of 
business days in the month. The Feb- 
ruary barometer was 16 per cent above 


, .] 
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the 225.7 for February 1946 and was 
exceeded only by the record high of 
262.7 reached in August 1946. 

There was a further increase in con- 
sumer purchases of commodities in 
March. Consumer interest in Spring 
apparel rose moderately as pre-Easter 
promotions in March became wide- 
spread. The preliminary barometer for 
March increased 2.6 per cent to a new 
peak of 268.6; this was 2.2 per cent 
above the previous high of August 1946 
and was 10.7 per cent above the 242.6 for 
the corresponding month a year ago. 

The February barometers of all the 
regions were above those of a year ago. 
The largest increase was 23.8 per cent 
in the Detroit Region (12). The small- 
est increase above a year ago was 3.8 
per cent in the Maryland and Virginia 


May 1947 


Regional trade activity is reported by the local Dun & BrapstrEET offices. 


Region (18). In 26 regions the barome- 
ters exceeded those of a year ago by 
more than 10 per cent. 

Monthly changes were moderate; in 
no case did they exceed g per cent. The 
sharpest rise above the January level 
was g per cent in the Texas Region 
(24); the largest decline was 6 per cent 
in the North and South Carolina Re- 
gion (19). 

The highest February barometers 
were 340.5 for the Texas Region (24) 
and 337.9 for the Atlanta and Birming- 
ham Region (20). The lowest barome- 
ters were 195.4 for the Northern New 
Jersey Region (5), 202.4 for the New 
England Region (1), and 213.3 for the 
Pittsburgh Region (7); the barometers 
of all other regions exceeded 220.0. 


(Regional reports begin on page 30) 
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“Products fashioned from gr owing trees to serve essential indus’ 


Silent Salesm 


that set J 


? 


Some of the nation’s most successful “salesmen” are made of 
paper. They are the mail order catalogs which each year visit 
millions of American homes, and — unaided by voice, gesture, 
or sample —sell millions of dollars worth of goods. 

One important reason for the high sales-production of these 
catalogs is the high quality of their printing, made possible 
largely by the development of better quality, opaque, light- 
weight printing papers. 

St. Regis has been a consistent pioneer in lightweight paper 
development, and supplies a substantial part of the paper used 
in leading mail order catalogs. Strong, yet light in weight, 
these St. Regis groundwood papers produce better printed 
results and reduce postage costs—vitally important when 

- catalogs are printed in quantities of many millions. 

This is only one of many important uses for St. Regis 
printing papers—produced in St. Regis mills from pulpwood 
grown on the company’s extensive timberlands. National 
magazines, telephone directories, business forms, and com- 
mercial brochures are some of the other large volume re- 
quirements which are keeping St. Regis’ expanded paper 

production facilities operating at capacity levels. 


— _ pamaremracners om ee 


In its 43 plants throughout North and South America 
St. Regis also manufactures: Heavy-duty multiwall 
paper bags for shipping over 400 products... Auto- 
matic bag-filling machines ...“Tacoma” bleached and 


unbleached sulphate pulp... Panelyte—the St. Regis 
structural laminated plastic. 


u 
ST. REGIS PAPER — 


230 PARK AVENUE, NEW YORK 17, N. Y. 
St. Regis Products are sold by St. Regis Sales Corporation: 


Offices in New York ® Chicago * Baltimore * San Francisco 
and 20 other industrial centers 


IN CANADA: St. Regis Paper Co. (Can.) Ltd., Montreal 








«INSTANTLY! 


® No sooner does a thought flash through 
your mind than you can put it into action 
with EXECUTONE, the electronic inter-com! 

Instantly... by the mere press of a button 
-..EXECUTONE gives you direct voice-to- 
voice contact with any member of your staff. 
Instructions may be given, questions asked, 
without anyone leaving his work. Conversa- 
tions are as clear and natural asif the people 
were in the same office. 

EXECUTONE frees your switchboard for 
important outside calls... eliminates running 
from office to office. EXECUTONE saves time 
end energy, doubles your ability to get 
things done. Mail coupon TODAY! 


aROne TEN YEARS OF 
| FACTORY | Ay 


DEPENDABLE SERVICE 


Over 100,000 uncondition- 
ally guaranteed _ installa- 
tions by factory trained 
specialists prove Executones 
dependability and leader- 
ship in the communication 
field, % 


Expandable—from 2 to 100 
stations including voice- 
paging and music. 












SHIPPING 








Lreci/one 


COMMUNICATION & SOUND SYSTEMS 


Mail Coupon for Further Information 





EXECUTONE, INC. Dept. E-1 

415 Lexington Ave., New York 17, N. Y. 
Without obligation, please let me have— 
[J Literature on EXECUTONE. 

[ A look at EXECUTONE at my office. 


— 


Name 





Firm 





Address_ 
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TRADE ACTIVITY 
IN TWENTY-NINE REGIONS 


(Continued ) 


REGIONAL TRADE BAROMETERS 


° 


° 
r-Change from 


Feb. Feb. Jan. 
1947 1946 1947 

REGION 
United States... .....5<:5:2 261.7 +16.0 +1.9 
r. New: England .<......<:< 202.4 +13.3 +0.7 
2. New York City....... 222.9 + 4.5 +0.6 
3. Albany, Utica, Syracuse 256.3 +-20.2 —0.7 
4. Buffalo, Rochester . 240.9 +11.3 —0.3 
5. Northern New Jersey. 195.4 + 6.8 —2.7 
6. Philadelphia . 230.5 +14.2 —4.6 
7; APIREMEMAMIE ED 55 5 cae 213.3 +19.5 —2.9 
BGR WEARO <. ee snacees 265.8 +18.7 +5.4 
g. Cincinnati, Columbus... 274.9 +16.2 +4.4 
10. Indianapolis, Louisville. 295.9 -+15.6 +1.2 
PT GRICESO: os) 3580 3- 256.6 +16.3 +6.7 
12. Detroit 269.5 +23.8 +7.8 
13. Milwaukee ... 287.9 +16.3 +7.8 
14. Minneapolis, St. Paul.. 283.2 +21.6 +-4.7 
15. lowa, Nebraska 271.3 +14.2 —1.7 
PO2St. Lewis. ou. scence 264.1 +16.2 +4.4 
17. Kansas City 285.6 +16.1 +3.3 
18. Maryland, Virginia 256.0 + 3.8 +1.3 
19. North, South Carolina. 274.5 -+14.2 —6.0 
20. Atlanta, Birmingham 337-9 +11.6 +2.4 
21. Florida 310.1 +14.0 —3.0 
DO MNCRABINS oo: ono's sracecs 313.2 +12.1 +3.4 
23. New Orleans. . 294.3 +12.2 +3.1 
Dh MMR eho ose hare GES ees 3 340.5 +13.8 +9.0 
BR EINER co gees 2a tere i Sid 269.8 +18.6 —3.9 
26. Salt Lake City 298.4 +14.8 —3.8 
27. Portland, Seattle... - 328.8 +17.7 +2.9 
28:-San Francisco. 25.5. 289.7 +16.7 +5.9 
202 ES PANBOICS .c ¥.5-5.252 05: 302.9 +15.8 +5.8 


The Regional Trade Barometers are seasonally 
adjusted; 1935-1939 = 100. 

Regional trade information is upon 
opinions and comments of business men gathered 
and weighed by the local Dun & BRapsTREET 
offices. Payroll and employment data are from 
Government sources. Most of the information 
summarized here represents final figures for 
February. 

Department store sales are from the Federal 
Reserve Board and are for the four weeks ended 
March 29, 1947. 

More complete barometer figures and more de- 
tailed regional information is published in Dun’s 
StaTistTicaL REVIEW. 


based 


HIGHLIGHTS OF TRADE ACTIVITY 


1. New England Region 

Barometer next to lowest of all regions, gain 
over a month and a year ago below U. S. gain; 
was 23% below U. S. barometer. New England 
industrial employment 1% above January, 169% 
above a year ago. Woolen production down 
moderately; some mills changed to worsted pro- 
duction. 


2. New York City Region 

Barometer gain over a year ago next to lowest 
of all regions, monthly increase less than U S. 
rise; was 15% below U. S. barometer. Wholesale 
trade 15% above a year ago. Factory employ- 
ment unchanged from January. Apparel pro- 
duction at very high level. New York City 
hotel sales 7% above a year ago; U. S. up 4%. 


3. Albany, Utica, and Syracuse Region 

Barometer gain over a year ago third highest 
of all regions, dropped from January while U. S. 
rose; was 2% below U. S. barometer. Albany 
wholesale trade 189% below a yeai ago; Utica 
up 13%. Employment and production at high 
levels. Moderate response to Spring apparel 
promotions. 
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Of course! All of your employees 
think, and many have ideas that are 
worth considerable money to you 
both in savings and profits. To ob- 
tain, classify and put these ideas to 
work to your advantage is the pur- 
pose of the... 


MORTON 
Uggelliow 
SYSTEM 


Whether you now use a 
suggestion system of your 
own, or not, it will cer- 
tainly pay you to let us 
prove that the Morton 
Suggestion System can 
produce more constructive 
and workable suggestions. 
It employs a complete sys- 
tem that generates ideas, 
guides your personnel to 
suggest many money-sav- 
ing and profit making 
ideas; shows you how to 
translate them into quick 
accion. Over 10,000 suc- 
cessful installations testi- 





fy—The Morton System gets results . . . will get 


results for you. 


MORTON MANUFACTURING CO. 

£123 West Loke Street, Chicago 44, Illinois 

Please send me cost free, complete details about your 
unique suggestion system. Also free booklet titled 
“Guideposts on the Road that Lies Ahead.” 














NAME 
POSITION 

FIRM No. Employ 
ADDRESS. 

city. State. 
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4. Buffalo and Rochester Region 
Barometer gain over a year ago below U. S. 
gain, unchanged from January; 8% below U. S. 
barometer. Buffalo steel production at post-war 
peak. Fiour mill activity up; production 6% 
above a year ago. 


5. Northern New Jersey Region 
Barometer lowest of all regions, gain over a 
year ago third lowest, monthly decline moderate; 
was 25% below U. S. barometer. Wholesale 
volume 12% above a year ago. Response to 
Spring apparel promotions moderate. 


6. Philadelphia Region 
Barometer increase over a year ago below U. S. 
rise, monthly drop next to sharpest; was 12% 
«below U. S. barometer. Output of anthracite 
coal about 6% below a year ago. Wholesale 
volume slightly below a year ago in Philadelphia. 


7. Pittsburgh Region 
Barometer gain over a year ago among the 
sharpest, monthly drop moderate; was 19% be- 
low U. S. barometer. Steel production at 99% 
of capacity in Pittsburgh, 91°% in Youngstown, 
95% in Wheeling. Industrial production high. 


8. Cleveland Region 
Barometer gain over a year ago exceeded U. S. 
gain, monthly gain among the highest; was 2% 
above U. S. barometer. Ohio manufacturing 
employment:1% above a month ago. Cleveland 
steel production at 97% of capacity. 


9. Cincinnati and Columbus Region 

Barometer gain over a year ago even with 
U. S. gain, monthly increase moderate; was 5% 
above U. S. barometer. Moderate increase in 
supply of steel; shortage of electrical motors 
hampered final assembly in some industries. 


10. Indianapolis and Louisville Region 

Barometer increase over a year ago fraction- 
ally below U. S. gain, monthly rise slight; was 
13% above U. S. barometer. Industrial employ- 
ment 1% above January level. 


11. Chicago Region 
Barometer gain over a year ago even with 
U. S. gain, monthly increase among the sharpest; 
was 2% below U. S. barometer. Wholesale 
volume in Chicago 15°% above a year ago. Steel 
production at 95% of capacity. Industrial pro- 
duction and employment at very high levels. 


12. Detroit Region 
Barometer increase over a year ago sharpest 
of all regions, monthly rise next to highest: was 
3% above U. S. barometer. Automobile pro- 
duction at post-war high; parts shortages ham- 
pered further increases. Almost no strikes. 


13. Milwaukee Region 
Barometer increase from January second high- 
est of all regions, gain over a year ago even 
with U. S. gain; was 10% above U. S. barometer. 
Industrial employment up; sharpest gains in 
metal and machine industries. 


14. Minneapolis and St. Paul Region 

Barometer gain over a year ago second highest 
of all regions, monthly increase above U. S. 
rise; was 8% above U. S. barometer. Minneapolis 
flour production 19% above a year ago. Farm 
prices up slightly. 


15. Iowa and Nebraska Region 
Barometer gain over a year ago slightly below 
U. S. gain, monthly decline moderate; was 4°% 
above U. S. barometer. Iowa farm prices close 
to all-time high reached in October 1946. Farm 
tool production up slightly. 


16. St. Louis Region 
Barometer rise above January exceeded U. S. 
rise, gain over a year ago even with U. S. gain; 
was 1% above U. S. barometer. St. Louis whole- 
sale trade 5% above a year ago. Steel production 
at 76% of capacity. 











that helps protect 
your child 

















Unrrep States STEEL has given very special 
attention to the development of better steels 
and products of steel for use in schools. For we 
know that steel has been one of the most 
important factors in maintaining the high 
American standard of safety for our school 
children. 

Today the U-S-S trade-mark appears on 
improved steels for modern fire-resistant 
building structures . . . stairways . . . school 





furniture . . . playground fencing and equip- 
ment... grandstands . . . school buses .. . and 
many other uses where safety plays a vital 
role. 

The development of better steel and prod- 
ucts of steel for schools is just one of the many 
ways in which United States Steel is con- 
stantly at work in the factory and in the re- 
search laboratories, serving the best interests 
of the American consumer. 


UNITED STATES STEEL CORPORATION SUBSIDIARIES 


LISTEN TO... The Theatre Guild on the Air, presented every Sunday evening by United States Steel. 
American Broadcasting Company, coast-to-coast network. Consult your newspaper for time and station. 
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here’s a Housing Shortage 


easily solved by R4,,..4 


ilm-a-record will record approximately 3,000 letter-sized documents 
on a roll of film no bigger than your hand. A space the size of 

your desk drawer will hold enough microfilm to record the contents 
of 16 four-drawer filing cabinets. Yet, each of these micro-records 
will always be available for immediate reference on the Film-a- 
record Reader. And, they will be in their full size. 


Besides this tremendous saving in space, Film-a-record also 
simplifies the creating, duplicating, and protecting of ordinary 
records. You can purchase or lease the equipment or, our Micros 
filming Contract Service will do your filming for you. 


Find out more about this modern method of handling business 
records. It saves space at the ratio of “160 to 1”. Send in this 
coupon. 
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17. Kansas City Region 
Barometer gain over a year ago even with 
U. S. gain, monthly increase slightly above U. S. 
rise; was 9% above U. S. barometer. Kansas 
City flour production 29°% above a year ago, 
Wichita up 38%, Salina 41%. 


18. Maryland and Virginia Region 
Barometer gain over a year ago lowest of all 
regions, monthly increase below U. S. rise; was 
2% below U.S. barometer. Baltimore wholesale 
trade 9% above a year ago. Richmond cigarette 
production 12% above a year ago. 


19. North and South Carolina Region 

Barometer drop from January sharpest of all 
regions, gain over a year ago below U. S. gain; 
was 5% above U. S. barometer. Wet and cold 
weather retarded farm activity. 


20. Atlanta and Birmingham Region 

Barometer second to highest of all regions, 
29% above U. S. barometer; gain over a year ago 
below U. S. gain, monthly rise even with U. S. 
Birmingham wholesale volume 20% above a year 
ago. Truck crop planting retarded; pasturage 
limited. 


21. Florida Region 
Barometer gain over a year ago below U. S. 
gain, monthly decline among the sharpest; was 
19% above U. S. barometer. Canning activity 
declined seasonally; citrus groves in good con- 
dition. Fertilizer production up. 


22. Memphis Region 
Barometer fourth highest of all regions, 20% 
above U. S. barometer; monthly gain above U. S., 
increase over a year ago below U. S. We: ather 
favorable for Spring planting. Industrial pro- 
duction at high level. 


23. New Orleans Region 
Barometer gain over a year ago moderately 
below U. S. gain, monthly rise slightly above 
U. S.; was 13% above U. S. barometer. Louisi- 
ana manufacturing employment unchanged, 3% 
above a year ago. Truck crops in good condition. 


24. Texas Region 
Barometer highest of all regions, 30°% above 
U. S.; sharpest monthly increase, gain over a 
year ago below U. S. gain. Manufacturing em- 
ployment declined; slight drop in food process- 
ing and apparel production. 


25. Denver Region 
Barometer gain over a year ago among the 
sharpest, monthly decline among the lowest; was 
°% above U. S. barometer. Colorado manufac- 
turing employment 4% below a month ago; 
New Mexico down 1%; Wyoming unchanged. 


26. Salt Lake City Region 
Barometer gain over a year ago less than U. S. 
gain, monthly drop among the sharpest; was 
14% above U. S. barometer. Salt Lake City 
wholesale trade 26°%% above a year ago. Water 
supply adequate for irrigation. 


27. Portland and Seattle Region 
Barometer was third highest of all regions, 
26% above U. S.; gain over a year and a month 
ago slightly above U. S. gain. Flour production 
in Seattle-Tacoma area 3% below a year ago; 
up 37% in Portland. 


28. San Francisco Region 
3arometer rise above January among the high- 
est, gain over a year ago above U. S.; was 12% 
above U. S. barometer. California manufacturing 
employment down fractionally, 15° above post- 
war low of a year ago. Farm prices remained 
high. Crop yields good; moisture needed. 


29. Los Angeles Region 
Barometer gain over year ago even with U. S., 
monthly rise among the highest; was 16% 
above U. S. barometer. Los Angeles wholesale 
volume 13% above a year ago. Manufacturing 
employment 1% above January. 





THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Pension Trust Division 


11 BROAD STREET Telephone HAnover 2-9800 NEW YORK 15 











complete production. . 
your goods.. 











The following Canadian firms seek 
direct contacts in the U.S.A. They can: e Manu- 
facture your products in Canada. 
manufacturing rights... e Purchase parts to 
.e Import and distribute 


.e Act as factory representatives... 






. e Exchange 





seem ua 
ye 














e Sell Canadian products to U. S. buyers... or ) 
im e Render professional services. a 
NOTE: Inquiries as to rates for listings on this page should be addressed to Charles E. Darby, Canadian Advertising Representative, Dun’s Review, 159 Bay St., Toronto, 


Ontario, Canada; or any 


office of Dun & Bradstreet of Canada, Ltd 


P. O. Box Numbers indicated by (B xxx) 





Automotive, Aircraft, Transportation Equipment 
CHASSIS AUTOMOTIVE PRODUCTS, MONTREAL 3. Spring shackles 
and steering linkage component parts. Distributing all of Canada. 


China, Glassware, Jewelry, Plastics 
THE CHINA SHOP OF LONDON, LONDON, ONTARIO. Retail china. 
One of Canada’s largest importers of china, crystal, etc., since 1902. 
FRANK HACKING (CANADA) LTD. TORONTO |. Covering coast to 
coast. Will act as factory representative or exclusive distributor. 


Custom House Brokers and Forwarders 
DAVIDSON & WRIGHT, VANCOUVER, B. C. Drawback and refund 
claim specialists. All export and import forms supplied on request. 
SEABOARD BROKERS, HALIFAX, NOVA SCOTIA. Customs brokers 
Specializing in forwarding imports, exports and in-transit shipments. 
THOMPSON AHERN & CO., 40 Yonge St., TORONTO, ONT. Custom 
house brokers and forwarders. Suppliers of import and export invoice forms 

Food Brokers, Importers and Manufacturers Agents 
MANITOBA 
W. H. ESCOTT CO. LIMITED, WINNIPEG, CANADA. Merchandise 
brokers. Grocery, hardware, drugs, etc. Cover all Canada 
W.L. MACKENZIE & CO. LIMITED, WINNIPEG, MAN. Branches Sask., 
Alta., B. C. Selling whol. tobacco, confectionery, grocery & paper trade. 
FRANK H. WILEY LTD. WINNIPEG, MAN. Importers and distributors 
of wholesale grocery, drug, hardware and bakery lines for Western Canada. 
NEW BRUNSWICK 
ANGEVINE & MCLAUCHLIN LTD. SAINT JOHN, N. B., HALIFAX, N. S. 
Full coverage Maritime Provinces, food products and other kindred lines. 
JACK FROST SALES LTD. (B. 10) SAINT JOHN, N. B. Grocery brokers 
and mfrs. agents. Importers. Distribution N. B. and P. E. I. 
J. A. TILTON LTD. SAINT JOHN, N. B. Inquiries solicited for ex- 
clusive sales agency in food products, hardware, etc. N. B. and P. E. | 
J. HUNTER WHITE LIMITED. SAINT JOHN, N. B. Complete coverage 
of the fruit and grocery wholesale trade in New Brunswick. 
NOVA SCOTIA 
CREIGHTON’S LTD. HALIFAX, N.S. Offer aggressive sales represen- 
tation throughout Nova Scotia for foods and allied products. 
MOSHER BROKERAGE CO. LTD. HALIFAX, SYDNEY, N. S. Wholesale 
brokers, mfrs agts. Complete Provincial coverage. Wholesale & retail. 
PYKE BROS. LTD. HALIFAX. Branch Sydney, Nova Scotia. Complete 
sales coverage wholesale and retail grocery trade in Nova Scotia 
VINCENT BROKERAGE CO. HALIFAX, N.S. Br. Saint John and Monc- 
ton. N. B. Active sales coverage, food and allied lines, Maritime Provinces. 
ONTARIO 
H. P. COWAN IMPORTERS LTD., 58 Wellington St., E., TORONTO. 
Canada-wide distributors of fruit juices, confectionery and grocery lines. 
THE LIND BROKERAGE CO. LTD., TORONTO 1. Complete sales cov- 
erage, wholesale, retail, chain. Agents principal cities across Canada 
QUEBEC 
WATT & SCOTT (Montreal) LTD., MONTREAL, P. Q 
distributors of food products throughout eastern Canada 
General Merchandise Distribution 

H. J. PARR & CO. (B 694), LONDON. Oil heating and dairy equipment. 
General hardware, household appliances. Distribution wholesale and retail. 
TAF DISTRIBUTING INCORPORATED, 455 Craig St., W., MONTREAL. 
Specializing in general merchandise distribution throughout Canada 

Hardware, Sporting Goods, Radio, Electrical and 

Household Appliances 

A. M. BELL & CO. LTD. HALIFAX, NOVA SCOTIA. Builders’ and house- 
hold hardware, cutlery, sporting goods, mechanics’ tools, wholesale only. 
T. P. CALKIN LTD., KENTVILLE, NOVA SCOTIA. Wholesale jobbers, 
hardware, sporting goods, plumbing, heating supplies and specialties. 
W. C. CHISHOLM MFG. CO., TORONTO. Will buy electrical switches, 
elements or heater cord, give Canada-wide distribution of electrical and 
household appliances, or manufacture similar lines. 
CONTINENTAL DISTRIBUTING CO. LTD., 407 McGill St., MONTREAL 
1, CANADA. Importers of cutlery, kitchenware, household hardware and 
fishing tackle. 
ECONOMY DISTRIBUTORS & IMP. LTD., REGINA, SASK. Wholesale 


Importers and 


hardware and specialties. Need line stoves and furnaces, also major 
electrical appliances. Clean and effective distribution assured 
ELECTRICAL WHOLESALERS LTD. CALGARY. Desire radio, major 
appliances, commercial refrigeration, Exciusive Alberta distribution. 
HICKMAN TYE HARDWARE CO. LTD., VICTORIA, B. C. Complete 
B. C. coverage. Whol., hardware & electrical goods. Br. Whse., Vancouver. 
JOHNSTON-SPRINGER CO., TORONTO. Offer complete, enthusiastic, 
Ontario-wide sales distribution for kitchenware and housewares. 
KYDD BROS. LTD, 120 W. Hastings St.. VANCOUVER. Need builders’ 
hardware, cutlery, mechanics’ and power tools, major electrical and house- 
hold appliances, sheet metal, plumbing and heating supplies 
MERCHANTS HARDWARE LTD., 325 10th Ave., W., CALGARY, AL- 
BERTA. Hardware, sporting goods, electrical supplies and appliances. 
FRED C. MYERS LTD., VANCOUVER, B. C. Wholesale hardware, elec- 
trical appliances. Ten travellers. Full coverage British Columbia 
RICHARDSON & BUREAU LTD., 129 St. Peter St.. MONTREAL. Manu- 
facturers representatives, importers and distributors of hardware, small 
tools, cutlery and household specialties 

RONBE EXPORTING CO. WINNIPEG. Desire Canadian representation 
cutlery, tools, hardware, glassware, sporting goods, etc 

W. CLAIRE SHAW CO., 407 McGill St, MONTREAL. Want general lines 
of hardware, automotive, tools, metal household and kitchen utensils 
SHEFFIELD BRONZE POWDER CO.,LTD, TORONTO. Household paint 
and hardware specialties. Complete Canadian detail distribution. 

W.H. THORNE & CO., SAINT JOHN, NEW BRUNSWICK. Wholesale 
jobbers, hardware, tools, sporting goods, silverware, cutlery, kitchenware 
WINDSOR TRADING CO., MONTREAL. Importers and distributors of 
tools. cutlery. hardware to wholesalers and retailers. Prefer exclusive 
WOODS WESTERN LTD. CALGARY. Business established 15 years. 
Interested in any line sold to general trade, chiefly hard lines. 


Industrial Chemicals, Oils, Waxes 
CHEMICALS LIMITED, 384 St. Paul, W., MONTREAL. Importers and 
distributors; industrial chemicals, raw materials for industry throughout 
Canada. Interested in representations and offers 
SHANAHANS LTD. VANCOUVER. Also Calgary and Winnipeg. West- 
ern Canada distributors, industrial chemicals and raw materials 
CHARLES ALBERT SMITH LIMITED, 123 Liberty St., TORONTO. Rep- 
resenting manufacturers for selling in Canada bulk chemicals, chemical 
specialties to industry and pharmaceutical manufacturers 


Leathers, Shoe Findings, Work Clothing 
B. F. ACKERMAN SON & CO. LIMITED, PETERBOROUGH. Manufac- 
turers heavy leather strap work. Jobbers work clothing, footwear and 
leathers. Desire additional goods to manufacture and wholesale. 
C. PARSONS & SON LTD., LEATHERS, TORONTO. Want agencies vic 
kid, suedes, calfskins, shoe findings, repair machinery and equipment. 


Lumber, Building Materials, Plumbing and Heating, Paints 
BELL & MORRIS LTD, CALGARY, Alberta. Also Man. and Sask. Plumb- 
ing and heating. Building supplies. 
STEELE HEATING APPLIANCES LTD., TORONTO. Will! manufacture 
or distribute new or improved heating equipment of all kinds. 
TOBIN-EVEREDY CO., 477 Edison St., OTTAWA, ONT. Automatic 
heating specialities. Oil burners and accessories 

Machinery, Metal Products, Farm Equipment 
AETNA DISTRIBUTORS LTD. WINNIPEG. Farm and home supplies 
Want new lines for sale in Western Canada. Active sales organization 
ALLANSON ARMATURE MFG., CO., LTD., TORONTO. Manufactur- 
ing specialty transformers (France patents) and automotive armatures, 
would welcome opportunity of discussing manufacture of electrical 
products where small coil winding involved. Need magnet wire. 
BAWDEN MACHINE CO. LIMITED, TORONTO. Will manufacture 
and/or sell general machinery and pumping equipment. Large foundry 
and manufacturing facilities. Wéill exchange manufacturing rights. 
COUTTS MACHINERY COMPANY LIMITED, EDMONTON, Alberta 
Requires source of supply for iron and steel products, components, etc. 
Actas distributor for farm and industrial machinery Best facilities. 
CROSSMAN MACHINERY CO. LTD, VANCOUVER. Distributors of 
transmission, construction and mechanical equip. B.C. and Alta. coverage 
IDEAL IRON WORKS LTD., 369 Alexander St., VANCOUVER, B. C 
Will manufacture or distribute your products. Marine and industrial. 
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NATIONAL MACHINERY CO. LTD, VANCOUVER, B. C. Require 
road, woodworking, sawmill, contractors machinery, pulleys, pumps. 
WM. STAIRS. SON & MORROW LTD. HALIFAX, N.S. Est 1810. Seeks 
exclusive representation Maritime Provinces of N. S., N. B., P. E. L., for 
all kinds heavy and light machinery used by contractors, industry, muni- 
cipalities, trades, institutions. Already well established in heavy con- 
a field, with showrooms, trained sales engineers, and service shop 
acilities. 

VANCOUVER IRON WORKS LTD. VANCOUVER, B.C. Mfrs. of boilers, 
pressure vessels, steel pipe, welded plate work, general engineering. 
Desire to obtain manufacturing rights on any of above lines 
WESTMINSTER IRON WORKS CO. LTD., NEW WESTMINSTER, B. C. 
Mfr. or exchge. Mfg. rts. gen. mach., cut off saws, weldments, fab. equip. 
WILLARD EQUIPMENT, 860 Beach Ave., VANCOUVER, B. C. Ma- 
chinery dealers, building supplies, importers, exporters. (Estab. 1919.) 
WRIGHT INDUSTRIES LIMITED, TORONTO. Will manufacture and /or 
sell machinery and metal specialties. Desire to exchange manufacturing 
rights including sensational new Weldright Tire and Tube Vulcanizer. 
JOHN G. YOUNG & CO. LTD., MONTREAL. Importer, distributor. Seeks 
machinery, mill, engineering, material handling, foundry equipment 


Manufacturers Agents (General) 


BARNEY ADLER & SONS, INC., 1260 University St., MONTREAL. Mfrs. 
exclusive gold mountings and jewelry. Established Canada-wide connec- 
tions jewelry trade. Seek represent manufacturers exclusive compacts, 
plastic or sterling gold and platinum mounts and watch cases 
CANADIAN BELTING MFRS. LTD., MONTREAL. Seek new lines in- 
dustrial, mechanical, railway supplies for Canada-wide distribution 
DODDS, STEWART & CO., Holden Bldg, VANCOUVER, B. C. Mfrs. 
Agents. Established connections jobbers, department stores, retailers. 
Seek lines textiles, wearing apparel, accessories, general merchandise. 
DURO-LITE PRODUCTS OF CANADA LIMITED, CALGARY, Alberta. 
Seek Canada-wide distribution, electrical, automotive and hardware lines. 
EGAN-LAING AGENCIES LIMITED. 437 Mayor Street, MONTREAL 2. 
Now representing important United States textile manufacturers, in 
selling and distributing to leading Canadian manufacturing and whole- 
sale accounts—would be interested in a line of coverings for furniture 
and mattress manufacturers. We already have well established con- 
nections 
H. HACKING CO. LTD. VANCOUVER. Nation wide distribution. Seek 
kitchenware, pottery, mechanics’ tools agencies. Ten branches. 
W. A. McLAREN EXPORT CORP. LTD. VANCOUVER. Desire Agencies 
for building materials, builders’ hardware, insulation products, also elec- 
trical fixtures, appliances, plumbing, heating items. 
GEO. L. McNICOL CO. LTD., 325 Howe St., VANCOUVER. Corkboard 
for low-temperature insulation, direct from source of supply to buyer. 
MacKELVIES LIMITED, WINNIPEG. Seek agencies grocery, drug, light 
hardware, novelty, toy lines. Covering Western Canada. 
DAVID PHILIP AGENCIES LTD., WINNIPEG. Mfrs. agents 
tions established 1905. Selling jobbers and manufacturers. 
lines in general hardware, sporting goods, and auto accessories. 
HAROLD F. RITCHIE & CO. LTD, TORONTO. 45 salesmen cover 
drug & grocery trade all Canada. Services, storage, billing, collecting. 
ROBINSON & WEBBER LTD., WINNIPEG, MAN. Manufacturers Agents, 
calling on jobbers and department stores. Hardware, cutlery and glassware. 


Novelties, Leather Goods, Advertising 


J. C. 8S. VARCOE, 45 Yonge St., TORONTO. Can provide Canada-wide 
distribution, advertising novelties of all kinds; gifts, premiums for every 
occasion. Sales promotion by means of merchandise. 


Connec- 
Seek new 


Paper, Paper Products 


LAUZIER PAPER LTD., Wholesale Fine Paper Dealers, 
Book, bond, cover, Bristol, blotting, fancy, specialty papers 
MacGREGOR PAPER & BAG CO. INC., MONTREAL. Interested in 
distribution of paper products, Quebec and Maritime Provinces 


PROFESSIONAL SERVICES 
Accountants (Chartered) 


MARITIME PROVINCES 

LEE G MARTIN. Chartered Accountants. Maritime Telephone Bldg., 
HALIFAX, N. S. & 43 Alma St., MONCTON, NEW BRUNSWICK. 
NIGHTINGALE, HAYMAN & COMPANY. Chartered Accountants. Board 
of Trade Building, HALIFAX, Nova Scotia, also Sydney and Yarmouth, N. S. 


ONTARIO 

CLARKSON, GORDON & CO., Chartered Accountants, 15 Wellington 
Street, West, Toronto 1, Montreal, Hamilton, Winnipeg & Vancouver. 
WILTON C. EDDIS & SONS, Chartered Accountants, (Established 1895), 
85 Richmond Street West, TORONTO 1, ONTARIO. 
EDWARDS, MORGAN AND COMPANY, 10 Adelaide St., TORONTO. 
Offices also at Montreal, Winnipeg, Vancouver, Timmins and Calgary. 
ROBERTSON, ROBINSON, McCANNELL & DICK. Chartered Account- 
ants. Sterling Tower Bldg., TORONTO, Tyshler Bldg.) CHATHAM, ONT. 
THORNE, MULHOLLAND, HOWSON, & McPHERSON. TORONTO, 
KITCHENER & GALT. Ontario. Rep. throughout Canada & United States. 
WILLIAMSON, SHIACH, SALES, GIBSON & MIDDLETON, Chartered 
Accountants, 66 King St., West, TORONTO 1, ONTARIO. Ad. 7385. 


MONTREAL 


(CONTINUED FROM PRECEDING PAGE) 





QUEBEC 
ANDERSON & VALIQUETTE, Chartered Accountants, on Notre Dame 
St. W., MONTREAL 1, QUEBEC. Telephone Plateau 9709. 
MAHEU, NOEL & CO., Chartered Accountants, 10 St. James St. West, 
MONTREAL, Ma. 7754. Branches at Sherbrooke and Granby, Que. 
PS. ROSS G SONS, Chartered Accountants, MONTREAL 1, QUE., TO- 
RONTO, WINNIPEG, CALGARY, VANCOUVER and SAINT JOHN, N. B. 
WESTERN CANADA 
GRIFFITHS & GRIFFITHS. Chartered Accountants. The Royal Bank 
Building, VANCOUVER, B. C. Phones Tatlow 1161 and 1162. 
ISMAY, BOISTON, DUNN & CO. VICTORIA, B. C. Chartered Ac- 
countants. 305-7 Pemberton Building. Telephone Garden 3732. 
MILLAR, MACDONALD & CO. Chartered Accountants, 395 Main Street. 
WINNIPEG, MAN., 304 Bay St. TORONTO and in Owen Sound, Ontario. 
RONALD, GRIGGS & CO. Chartered Accountants 

Trust & Loan Building, Winnipeg, Manitoba. 

Grain Building, Saskatoon, Saskatchewan. 
ROOKE, THOMAS & CO. Chartered accountants. Leader Building, 
REGINA, Saskatchewan. Phone 5082 

Appraisers 
THE INDUSTRIAL VALUATION CO., LTD., MONTREAL. An authority 
on Physical Values. Industries, Public Utilities, Etc. Inquiries invited. 
Architects 
GREEN-BLANKSTEIN-RUSSELL. Architects, Engineers, Time Building, 
WINNIPEG, Manitoba. Telephone 92288 
Legal 

GOWLING, MacTAVISH, WATT, OSBORNE & HENDERSON, Barristers 
and Solicitors, 56 Sparks St., OTTAWA, Ontario, Canada. Tel. 2-1781. 
LACOSTE & LACOSTE, Lawyers, Barristers, Solicitors, Etc., 221 St. James 
St. West, Provincial Bank Bldg, MONTREAL, Que., La. 7277. 
MONTGOMERY, McMICHAEL, COMMON, HOWARD, FORSYTH & 
KER, Barristers and Solicitors, Royal Bank Building, Montreal 1, Quebec 


Stationery, Books, Office Supplies 
COLUMBIA PAPER CO. LTD., VANCOUVER, B. C. Want stationery, 
office and school supplies for wholesale distribution, Western Canada 
McFARLANE SON & HODGSON (LIMITED), MONTREAL (B 1837) 
Seek lines for Canadian distribution. What have you? 
THE WILLSON STATY. CO. LTD. WINNIPEG and VANCOUVER. Retail 
wholesale and manufacturing facilities covering all Western Canada. 


Textiles, House Furnishings, Apparel 
Aggressive Sales Oranization covering all Western Canada, Branches 
Calgary and Vancouver Employing twelve salesmen, requires textile 
products, wearing apparel and accessories for men, women and children 
STYLE AGENCIES, WINNIPEG, Manitoba 
BUCKWOLD’S LTD. SASKATOON, CANADA. Importers, distributors, 
textiles, work clothing, ladies’, men’s, children wear, floor coverings 
CANADIAN HOMESPUNS, 1174 St. Catherine St., W., MONTREAL 
Scarves, ties, tweeds, draperies, upholstery, rugs—specialties to order 
DURABLE ASSOCIATED COMPANIES LIMITED, 460 Richmond St., W 
TORONTO, ONT., CANADA. Manufacturers of rainwear, sportswear 
casual wear. ladies’ suits, ladies’ handbags, belts, ladies’ and men’s um- 
brellas. Interested in importing and exporting any of above lines. 
JOHNS & ALLEN, 1117 St. Catherine St., W., MONTREAL. Wholesale 
textile distributors. Established. Now distributing nationally advertised 
lines. Coverage all Canada. Reduce your overhead, invoicing with one 
account instead of hundreds. Account factored 


MISCELLANEOUS 


Confectioners’, Ice Cream Supplies 
119 West Pender, VANCOUVER, 





Bakers’, 
BRITISH CANADIAN IMPTRS. LTD., 
B.C. Distributors. Serving Western Canada. Wish exclusive lines. 
FRANK H. WILEY & SON, VANCOUVER, B.C. (Est. 1905.) Exclusive 
importer equipment and raw material. British Columbia distribution. 

Cutlery Tools, Etc. 
GEORGE W. LAMPLOUGH, MONTREAL. Established importer, seeks 
exclusive representation Canada—cutlery, tools, household and hotel 
kitchen specialties, barber, butcher, baker accessories. 
General Selling Agents 

THE FERON COMPANY. Roy Building HALIFAX, N. S. We offer 
thorough coverage of the three Maritime Provinces, N. S., N. B. & P. E. I. 

internal Combustion Motors 
AUGUST ZILZ AGENCIES, REGINA, SASK. Manufacturers’ repre- 
sentatives and wholesale distributors of repute and long standing; want 
gas or diesel engine line for Trans-Canada distribution. 

Portable Lamp Manufacturers 
LANG BROS., TORONTO Want china, pottery or white metal bases 
Novelty and boudoir lamps and shades. Prefer exclusive designs. 

Smallwares, Lamps, House Furnishings 
GENERAL SALES CORP , LONDON. Eastern Canada distribution house- 
hold furnishings, elec. appliances, specialty hardware, warehouse facilities 
Specialty Metals, Plastics 

PECKOVER’S LTD., TORONTO. Warehouses across Canada. 
ested in agencies plastics, stainless accessories, specialty metals. 


Inter- 












9198,000,000 


for 


EXPANSION 





Established industries and 
businesses are spending at 
least $198,000,000* for expan- 
sion—an impressive vote of 
confidence in the future pros- 
perity of South Carolina and 
an important guide to com- 
panies seeking new locations. 

If your industry or business 
is planning a new plant or 
outlet, it would pay you to 
investigate the profit-wise pos- 
sibilities of South Carolina. 
Dependable, skilled workers, 
favorable tax and power rates, 
abundant resources, growing 
markets... those are a few of 
the advantages. 

For detailed, confidential 
information in regard to your 
own business or industry, 
write State Research, Plan- 
ning & Development Board, 
Dept. L, Columbia, S. C. 


*Based on recent state-wide survey. 
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Limestone, air, and sand, 
Fuse in the furnace glare 
And answer one command: 
“Go trap the stranger there 
With your swinging saraband, 
And hold him in the snare 
Till iron freed of shame 
Keeps the appointed hour 
With the pure blue tongue of flame 
Which speaks from its lofty bower; 
Then go in beauty’s name 
And spill your golden shower 
Beneath the modest stars, f 
And we shall sing your praise 
Over the rumbling cars 
And evening’s red amaze, 
While ingots dull to bars 
And the golds dim into greys.” 
A. M. SuLtivan 


May 1947 
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NET INCOME 


(Continued from page 20) 


constantly the development of the net 
income, and inasmuch as net income 
results from the change of the entire 
capital entrusted to a business by the 
proprietors and the creditors (business 
capital in contrast to proprietor capital 
or net worth), the problem is solved by 
the aid of bookkeeping. For bookkeep- 
ing reflects the changes in the business 
capital, registering the economic and 
legal cause and effect of all business 
transactions. 

Books kept in this sense show the 
exact book value of net income. Ac- 
counting (description, presentation, and 
interpretation of the finances of a busi- 
ness organization) is by no means a 
mathematical device as mathematics is 
not concerned with economy, legality, 
cause, or effect. It becomes an abuse 
when an attempt is made to explain 
accounting mathematically’. This is 
all the more so as mathematics only is 
concerned with proof and measure- 
ment of quantities, and not of qualities 
as they appear in reality. In this 
sense, Albert Einstein points out in Ge- 
ometry and Experience: “Insofar as the 
theorems of mathematics are directed 
to reality, they are not reliable, and in- 
sofar as they are reliable, they are not 
directed to reality.” 

Thus, the mathematical form of the 
break-even point in contrast to the 
bookkeeping does not indicate the 
changes in the amount of the fixed ex- 
penses or in the other expenses and 
in the gross profit. It follows that the 
only means to create an exact break- 
even point is to resort to the princi- 
ple of double-entry bookkeeping. The 
balance of an account showing all the 
expenditures as well as all the losses 
(debit) offset by net sales and non- 
operating profits (credit) is the exact 
break-even point valid at the time this 
‘balance is computed. No distinction 
between fixed and other expenses is re- 
quired and the non-operating profits are 





1 Professor D. H. MacKenzie agrees with those who be- 
lieve that the balance sheet equation has not been con- 
ducive to the development of accounting theory. However, 
he does not agree with those who would abandon it 
entirely, stating ‘‘It has its place in the teaching of the 
bookkeeping aspects of our subject’’ (The Fundamentals 
of Accounting, A Cost and Revenue Approach, The Mac- 
Millan Company, New York). Yet the exact science of 
accounting proves that teaching of bookkeeping is possible 
even though all equations and the conception that the 
balances must be differences are abandoned. 





Dun’s REVIEW 


Do the job right... with speedy, labor-saving 
AMERICAN DeLuxe Floor Maintenance Ma- 
chines! They save time and cut costs! They’re 
versatile—plenty of power for steel wooling... 
polishing ... scrubbing... buffing. Easy to oper- 
ate... dependable. 

Designed for either riding-on-head or riding- 
on-wheel operation. Efficient on all types of 
floors. Sizes include machines with a brush 
spread of 13, 15 or 17 inches. Write for full 
details. The American Floor Surfacing Machine 
Co., 536 So. St. Clair Street, Toledo 3, Ohio. 


Floor Machine Manufacturers Since 1903 


i AMERICAN 


Deluxe FLOOR MAINTENANCE MACHINES 
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The Man Behind the Formulae 
Needs the Right Equipment... 





Sales 
& 
Service 
from 
Coast 
to 


Coast 


Everyday quality in drug and cosmetic products is necessary for business 
today .... more business tomorrow. Ask your technicians these questions: 
(1) how much do you depend upon your scales (2) how accurate are they 


(3) how long does a careful weighing operation take? 


learn your best technicians lean very heavily 
upon their scales, little on skill. If they are 
using ordinary even balance scales their work is 
too slow for best results. EXACT WEIGHT 
Scales are capable of fraction-ounce, gram or 
grain accuracy and too the work is done in less 
time than with ordinary equipment. The job 
is better done... . easier done... . faster done, 
proving that an EXACT WEIGHT Scale is the 
right equipment for formulae compounding. 
Write for full details for your work. 


You will probably 








THE EXACT WEIGHT SCALE COMPANY 


941 W. FIFTH AVE. 
783 YONGE ST. 


COLUMBUS 8, OHIO 


Toronto 5, Canada 





























Fo information on market opportunities in 
Canada, sources of supply for raw materials and 
manufactured goods, for every type of normal 
banking service, call on The Royal Bank of Canada. 
Branches serving every important industrial area, 
hundreds of towns and villages, offer you valuable 
points of contact in every part of Canada and New- 
foundland. Your inquiries are invited. 


THE ROYAL BANK OF CANADA 


Incorporated 1869 
HEAD OFFICE—MONTREAL 
New York Agency — 68 William Street 


Norman G. Hart—Agents—Edward C. Holahan 


Branches throughout Canada and Newfoundland, in the West 
Indies, Central and South America—O fices in London and Paris 


Total assets exceed $2,000,000,000 
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included in the exact break-even point. 

Expenditures mean all costs and ex- 
penses arising at incoming of goods and 
of services. While costs are the food 
of business,” expenses are waste pro- 
ducts of the production of revenues. 
Losses, in turn, are to be distinguished 
from expenses in that they are incurred 
after the expenditure of the lost goods 
has taken place. The incoming goods, 
insofar as they represent costs, form the 
assets used to produce revenues and 
may be called “revenue production as- 
sets,” whereas the incoming services 
either improve the revenue production 
assets and are costs, or they become 
charges against the proprietary capital 
and are expenses. The revenue produc- 
tion assets available at the beginning of 
an accounting period are considered to 
be purchased from the preceding year. 


The Exception 


The sum of all expenditures (initial 
end purchased revenue production 
assets as well as all expenses) and all 
losses form the financial input, whereas 
the revenues (net sales, non-operating 
profits, and the final revenue produc- 
tion assets) are the financial output. It 
is obvious that in cases where only the 


| amount of the financial input is repro- 


| net income, nor net loss. 


duced in the financial output, there is 
neither a net income, nor a net loss. 
This conclusion replaces the equation 
of the traditional break-even point. Yet, 
the conclusion takes into consideration 
the fixed expenses only inasmuch as 
they are actually incurred. 

As a rule, the balance between the 
financial input (debit) and output 
(credit) is a debit balance. It is plain 
that when this debit balance amounts 
to the same level as the financial reve- 
nue production assets, there is neither 


When the 


| amount of the revenue production as- 
| sets is greater than the debit balance, 


the remainder is net income and, in 


| the reverse case, the difference indicates 





the net loss. Hence, the debit balance 
at any time is the exact break-even point 
between all expenditures and losses on 
the one hand, and the net sales and 
operating profits on the other. 

Let us suppose the initial revenue 





2 “Cost” is derived from the Latin ‘‘gustare’’ (tast- 
ing). The French distinguished the gastronomic tasting 
“‘gouster’’ (modern gouter) from the economic tasting 
“‘couster’’ (modern couter). In 1066, the Normans in- 
troduced the old word ‘‘couster’? in England, where it 
was abbreviated into ‘‘cost.’’ 








° 












































Yio € 
/ ala [| 
U NEW YORK /7_— 
A 
| REDBOOK \\ 
= > gm % ; REDBOOK. wis. 














$307,000,000 retail sales 1s a tidy crop 


even in REDBOOK New York 





Of course, it’s nourished by a spend- 
able income among Redbook, New 
York families of $625,000,000. And 
“spendable” is just the word for 
it . . . almost $112,000,000 goes 
for food...drug stores get 
$12,500,000 of it. Redbook, New 
York families will spend $6,000,000 
for furniture and $2,700,000 for 
floor coverings. 

Have you ever stopped to figure 


HIT EM WHERE 


met REDBOOK, US.A! 


Send for the Redbook State-by-State analysis of family buying power. 
Write or phone Redbook, 444 Madison Avenue, New York 22, New York 
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out the low cost of reaching this 
$625,000,000 market of open- 
handed, young Redbook, New York 
families ? The pro-rata cost per page 
is $357. Not much to reach a crowd 
that spends as freely as they do! 

The smart-money advertisers are 
buying Redbook. Your product, too, 
will make millions of new friends in 
Redbook, U. S. A. Give it that com- 
petitive advantage! 
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FREE-SPENDING YOUNG READERS 


The majority of Redbook readers are 
under 35. 65% of them live in cities 
of 2500 to 500,000 . . . and that’s 
where nearly half of this year’s autos 
and durable goods will be sold, ac- 
cording to the U. S. Bureau of Agri- 
cultural Economics. Concentrate in 
this free-spending young market by 
hitting them where they live—in 
Redbook, 
U.S.A. 

















Moderne Suite % 
Sewing pb merican Suscnese 
Stace 1876 





a. furniture suited 
to the character and 


dignity of your business ones sy, 
Whiun INC, 


Write for Illustrated Brochure ¢ 546 BROADWAY: NEW YORK 


AMERICA’S LARGEST SELECTION OF OFFICE FURNITURE IN WOOD, STEEL, LEATHER 
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CAN WE HELP 
YOUR COMPANY? 


We provide a service whose primary objective is to develop 
our client’s product-line to produce more sales at lower cost. 

For this purpose we offer a Continuous Product Development 
and Research program in which our efforts are focused on: 





I. Development (as needed) of a new product (or 
products). 
2. Re-designing (as needed) of current products. 

The basic ingredient in our service is its Talent. After all, 
product research and development is only as good as the talent 
behind it. 

We also do a large amount of product development on our 
own account—licensing ready-made products to interested manu- 
facturers in non-service transactions. 

It is possible—though highly improbable—that we have a 
ready-made item currently available for your product-line. 

Detailed brochure sent on request. 
Correspondence from principals invited. 


Associated Development 


& Research Corporation 


150 Broadway... New York 7,N. Y. 
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production assets and the purchases, ex- 
penses, and losses up-to-date amount to 
$76,971, whereas the sum of net sales 
and non-operating profits amounts to 
$60,000, making the exact break-even 
point $16,971. Now if we suppose that 
the revenue production assets at this 
time amount to $20,000, the net income 
is $20,000 less $16,971 or $3,029. When, 
however, the revenue production assets 
amount to $16,000 only, a net loss of 
$971 exists. 

The exact break-even point, as a rule, 
is a debit balance. When, however, the 
exact break-even point is a credit bal- 
ance, there is always net income, but 
instead of the difference between the 
amount of the revenue production as- 
sets and the exact break-even point, the 
net income amounts to the sum of both. 

While the amount of cash on hand 
and in banks may be termed “the pro- 
ceeds-assets” and the amount of finan- 
cial claims “the claims-assets,” the reve- 
nue production assets comprise all 
other assets, being either fixed or cur- 
rent assets. The fixed ones consist of 
real estate, machinery, equipment, and 
intangible assets, whereas current reve- 
nue production assets are merchan- 
dise, raw materials, and supplies, the so- 


| called “inventories.” Securities may be 


fixed or current assets, whereas notes 
are always current assets. 


Revenue Production Account 


As indicated, tHe exact break-even 
point must be controlled by double- 
entry bookkeeping. That is done by 
conceiving all accounts as being com- 
piled in four groups according to the 
very nature of debit and credit*® due to 
each group. Naturally, in the cash 
group of accounts debit means “receipts 
of cash” (economically) and credit, “dis- 
bursements of cash” (economically). In 
the group of financial claims (accounts 
receivable, loans receivable, mortgages 
receivable, advance payments) debit 
means “acquiring of financial claims” 
(legally) and credit, “collection of fi- 
nancial claims” (legally). 

On the group of financial obligations 
(liabilities, true reserves, and proprie- 
tary capital) debit means “cancellation 
of financial obligations” (legally) and 





3 The mutilated words ‘‘debit’”’ and ‘‘credit’’ are derived 
from the Latin ‘‘debitor” and ‘‘creditor.’’ For, until the 
end of the past century, each account was considered a 
debtor in charging it with an item, and a creditor in the 
reverse cases (personification theory). Now, these are 
symbols of the account sides. 


One of a series of advertisements showing the importance to American industry of the underwriting and distribution of investment securities 


























Today the A. E. Staley Manufacturing Company 
is one of the largest processors of corn products 
in the country. In a new field, soybeans, the 
company has pioneered and become the larg- 
est processor in the world. From a small be- 
ginning in Baltimore in 1898, later moving to 
Decatur, Illinois, in 1909, the record of Staley 
has been one of continued growth. 

This steady expansion has been based on 
good products, careful research and competent 
management assisted by sound financial plan- 
ning. The professional services of Smith, 
Barney & Co. as underwriters and distributors 
of investment securities have been repeatedly 
used to provide the capital for growth and fora 
sound financial structure. 


Westward for corn 


In 1909 Augustus E. Staley went West, like many 
before and after him. He did not seek gold and 
he did not find it. But he did seek corn, the golden 
corn of the fertile mid-West. And in finding it he 
began the development of the A. E. Staley Manu- 
facturing Company on a national scale. Today at 
Decatur the Staley plants, comprising 52 build- 
ings, cover 320 acres and annual sales are over 
one hundred million dollars. 


From corn to a miracle 


Augustus E. Staley knew corn better than most 
men, was alert to its possibilities. He foresaw the 
versatility of corn—versatility developed by re- 
search. Out of this have come many things— 
even the development of a special nutrient for 
increasing the production of the miracle drug, 
penicillin. Today, the original box of corn starch 
is but one of many Staley products. Now manu- 
facturers of candy, powder, ice cream, jellies, 
soap, fayon, paints—tobacco growers, fruit can- 
ners, leather tanners, paper mills—all use Staley 
products. One such product of research, ‘‘Sweet- 
ose,”’ an especially sweet corn syrup, has opened 
up new markets, especially in the food processing 
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industries where it is competing effectively with 
sugar and other sweetening agents. The growth 
of Staley has meant new and better products to 
improve the nation’s living standards and the 
creation of thousands of new jobs. 


The way to leadership 


Growth of A. E. Staley Manufacturing Company 
from a local enterprise to a national one has been 
due to that combination of balanced policies 
which lifts a company to national leadership in 
its industry. In the formulation and execution of 
its financial program Staley has found the ex- 
perience and facilities of Smith, Barney & Co. 
particularly valuable. These services have ranged 
from underwriting securities to provide funds for 
working capital and for redemption of outstand- 
ing bonds —to distributing large blocks of 
privately-held stocks, bringing to both company 
and security holders the benefits of a wider 
public investment interest. 

The advantages derived from the relationship 
between Staley and Smith, Barney have been 
duplicated often in the history of this firm and its 
antecedent firms; in the future we hope to render 
equally valuable service to others. 


For more of the Staley story 





To tell you more of the story of this company, we have pre- 
pared a booklet, “‘An Analysis of the A. E. Staley Manufac- 
turing Company.” A copy may be obtained on request to this 
firm, 14 Wall Street, New York 5, N.Y., Department M. 


Smith, Barney & Co. 


Members New York Stock Exchange 


Philadelphia NEW YORK 


Chicago 


ONE INVESTMENT FIRM THAT CAN MEET ALL INVESTMENT REQUIREMENTS 


43 May - 1947 
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WITHOUT LEAVING YOUR DESK KEEP A SHARP 
EAR ON EVERY PHASE OF YOUR BUSINESS WITH 


Talk-A- 


The recognized leader in the most advanced 
field of inter-communication. No switchboards. 
No bottlenecks. With a finger tip simply flick 


switch of Talk-A-Phone Master Station. 


TOMS E ey 





Phone 


split second you have direct contact with per- 
son with whom you wish to talk . . . adjoining of- 
fice or remotest department. Conduct a private 
two way conversation with a single individual 
or hold a conference with several at one 
time. 
There’s a Talk-A-Phone unit engineered to 
meet your requirements. See your jobber 
or write for catalog listing the World’s 
most complete line of inter-communication. 
Address Dept. B 


Talk-A-Phone Co. 


1512 S. Pulaski Road 


Chicago 23, Il. 











CANADA 


The value of our assistance to 
American companies during the 
preliminary stages of establishing 
plants, branch offices or agencies 
in Canada, has been proven over 


and over again. 


May we be of service to you? 


Inquiries are certain of prompt 


attention. 


“BANK*TORONTO 


Incorporated 1855 


Head Office—Toronto, Canada 
BRANCHES AND AGENTS THROUGHOUT CANADA 
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| credit “assumption of financial obliga- 


tions” (legally). Finally, for all other 
accounts, that is, the group of accounts 
ot revenue production, debit means “ex- 
penditure of costs and expenses” (eco- 
nomically) and credit, “turnover ot 
costs to revenues” and “turnover of ex- 
penses charged against proprietary 
capital” (economically). 


“Groups Ledger” 


These four group accounts may be 
kept in a “groups ledger.” The source 
of the group accounts are the entries in 
the journals, just as they are the funda- 
mentals of all postings in the general 
ledger as well as in the subsidiary 
ledgers. In this way, each group ac- 
count controls its accounts in the gen- 
eral ledger, whereas the control ac- 
counts in the general ledger control the 
balances of the subsidiary ledgers. 
Hence, errors in balances are located 
in small fields and are found very easily 
and quickly. 

Furthermore, the four group ac- 
counts make possible a concentrated 
trial balance before the specific trial 
balance is set up. This overcomes a 
lack of the technique of double-entry 
bookkeeping, as it was brought from 
China to Italy, probably at the end of 
the thirteenth century. The natural 
principle of double-entry bookkeeping, 
now lost, must have existed in antiquity 
in China. This systematic recording 
of the development of business capital 
was denoted as “four-folded” because 
the function of business capital is na- 
turally a four-folded one as demon- 
strated in double-entry bookkeeping. 

Naturally, cash and financial claims 
are the result of the earning power of 
business capital, whereas the accounts 
of revenue production represent the 
capital turnover, and the financial obli- 
gations control this earning power by 
virtue of maturity of the business capi- 
tal. It follows that the accounts are the 
organs of business capital which are 
changed by the economic-legal effect of 
business transactions, according to the 
economic-legal (financial) value of 
each business transaction*. Thus we 
have what would appear to be the na- 
tural principle of double-entry book- 





4 A bookkeeper does not always post ‘“‘economically”’ and 
“legally” at the same time due to the fact that he deals 
with coupled business transactions, such as cash-purchases 
and sales, as if they were uncoupled. Thus the book- 
keeper unknowingly eliminates various items, for most 
business transactions are coupled ones. 


keeping as it may have been conceived PT 
ACTUATED BY LIGHT 


by the inventor. 

A table on page 46 suggests an ex- 
pedient way to keep the group account 
representing revenue production. The 
revenue production assets are segre- 
gated as to current and fixed in order 
to compute the level of inventories from 
the initial inventory ($18,240) and the | 
other items of the first column, namely 
purchases, less cost of sales. The cost 
of sales is computed from the amount 
of net sales less the amount of the aver- | 
age percentage of gross profit on sales. | 
The expenses and losses, in turn, reduce 
the income, whereas the gross profit on | 
net sales and the non-operating profits | 
increase income. In this way, a prima | 
facie survey exists for the net income | 
For the sum of inventories (current 
revenue production assets) plus the | 
fixed revenue production assets less the | 
debit break-even point or plus credit | 
break-even point constitutes the net in- 
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MERCOID 
SAFLAME 


if Ae most ad vanced 
Safety Contro/’ Sysder 


domestic ond industria! 


O);/ Burners 


Complete information in bulletin NoV-9 


balance of fixed revenue production 
assets less the depreciated amount of the | 
final fixed revenue production assets. | 
Therefore, in order to indicate the 
amount of depreciations belonging to | 
the present accounting period and to | 
provide for all depreciation items en- 
tered in the general or adjustment 
journal, depreciation expense burdens 
are debited to the group account of 
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Manufacturers of dependable automatic controls for a quarter of a century 
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“Not a thing - - - I hope.” 
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HERE IS THE MACHINE 


HAT GETS THINGS DONE 





WHEREVER YOU ARE 





The SoundScriber Portable—the only self-contained portable 

dictation machine—keeps you “on top of your job”—gets 
things done any time, anywhere. 

As your lightest piece of luggage when you take off on a trip 

for a weekend, it simplifies your work and links you with the 
office more completely than a telephone. 
e Executives, salesmen, and professional people are today 

speeding their work wherever they happen to be via the 
feather-light SoundScriber dise—which mails at regular letter 
postage. Both portable and desk-type SoundScriber electronic 
recorders are simple, trouble-free, and as easy to use as a telephone. 
4) SoundScriber has given business a way to dispense with a 

high percentage of its paper work... freeing secretaries for 
more important tasks. But when typing is called for, secretaries 
do it quicker...easier...more accurately ...at lower cost 
because the SoundScriber electronic Transcriber—a_secretary’s 
machine—is engineered to the way they work. 
Buy no dictating machine without first investigating Sound- 
Scriber — foremost in the field, facilitating American business as 
no other mechanical aid since the typewriter! Distributors every- 
where. Mail the coupon today for complete and detailed descrip- 
tion of the SoundScriber system for getting things done! 












Ce ae ee ee 














\ | 

a 1 The SOUNDSCRIBER CORPORATION, Dept. D-5 j 

{ New Haven 4, Connecticut " 

>, NAME — | 

” COMPANY. | 

i ADDRESS : 

CITY STATE____ 

ill ik disk dec sci iil pli ak ead 
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revenue production. They are offset 
by the credit to this account transferred 
from the depreciation reserve account 
as compensation for services rendered 
by the fixed assets. 

It must be remembered that the de- 
preciation reserve account is not a true 
reserve account, but shows funds of 
revenue production. For this reason 
depreciations are considered to be a 
source of funds. This also holds true 
in the case of the statement of source 
and application of funds. Since depre- 
ciations are recorded periodically the 
book value of net income computed 
with the aid of the exact break-even 
point is displayed before depreciation, 
particularly before pricing of inven- 
tories is made. That, of course, is very 
important. 


Ratios of Business Economy 


The revenue production group ac- 
count also may be used to determine the 
degree of business economy. Let us 
suppose the group account closes the 
fiscal year with revenue production as- 
sets amounting to $27,330 and the net 
income amounts to $5,370 ($27,330 less 
$5,370 equals the exact break-even point 
of $21,960). Then, this account in con- 
densed form shows the following pic- 
ture: 


REVENUE PropucTION ACCOUNT 





Credit 
Net Sales beta: Rares $113,000 
Non-Operating Profits. . 170 
Final Revenue Production.. —_27,330 
WE co ovecackeaeadt et $140,500 

Debit 
Initial Balance............. $20,240 
a ere Terre gI,100 
Expenses and Losses....... 23,790 
Peet NOU. ks 2050s onan 59370 
RL ee en ee tf $140,500 


Since the $5,370 net income is the 
remainder between the sum of gross 
profits on net sales plus non-operating 
profits minus expenses and losses, gross 
profit amounts to $28,990. Strange as 
it may seem, both gross profit and non- 
operating profits are costs of the busi- 
ness organization since cost is the food 
of business. Gross profit and non-oper- 
ating profits are owner-investments and 
therefore “food of business.” The busi- 





PORTUGAL CALLING 


The undermentioned Trade Representatives and Traders in Portugal 
are interested in establishing business relations WITH YOU 








To communicate with companies listed below address P. O. Box number indicated by (B xxx) in the city shown. 
To participate, address: R. G. DuN & Co., Lisbon, Portugal.) 


paid advertisement. 


(This is a 








LISBON (Portugal) 





AGENCIA COMERCIAL & MARTIMA, LD4., Rua do Ale- 
crim, 45. Tel. Add.: Acomar. Shipping, commercial, agents. 
ARMAZENS REUNIDOS, LD4. (B 580). Importers hunt- 
ing, fishing, sport goods, paper, office appliances. 

AUTO CARROCERIAS, LD4. (B 406). Importers of ma- 
terials for construction of automobile and bus bodies. 
AUTO-GERAL V. GARCIA, LD4. (B 499). Tel. Add.: Gar- 
civiana. Agents and importers of automobile spare parts. 
A. WUNDERLI (B 688). Import, export agent, Port Wine 
dealer. Sales agents required. 


CANTINHOS & MARQUES, LD4. (B 159). Manufacturers,. 


exporters corks, corkwood, corkwaste and virgincork. 
CARLOS GOMES & C4., LD4. (B 658). Tel. Add.: Vante. 
Ship brokers, forwarding agents, stevedores. Chartering. 
EMPREZA TECNICA & ADMINISTRACOES. LDa., R. Nova Trindale, 
1. Import metals, chemicals. machinery, scientific equipment. 
ESTABELECIMENTOS ALVES DINIZ & C4. (B 348). 
Tel. Add.: Aldiniz. Foodstuff importers and exporters. 
EST. JERONIMO MARTINS & FILHO, LD4., R. Garrett, 23. 
Importers groceries, chemicals, stationery, perfumes, etc. 
FERNANDES & PINTO, LD4., R. Maria Andrade. Import 
anilines, pigments, essential oils, raw materials for tanning, 
perfumery and textile. 

FERNANDO CASTEL-BRANCO, Ave. Joao Crisostomo, 25. 
Import and export. Philatelic department. 

FRANCISCO BENITO & C4., LD4. Export olive oil, fresh 
and dried fruit, olives, garlic, paprika, Guinea pepper, etc. 
HENRY M. F. HATHERLY, LD4., Rua Comercio, 8. Tel. 
Add.: Ergo. Merchants, agents, import and export ergot 
rye, saffron, medicinal-aromatic herbs, brandies, wines. 
INSTITUTO PASTEUR DE LISBOA (B 378). Mfrs., im- 
port, export pharmaceutical, chemicals, surgery material, etc. 
J. LAVADO & C4., LD4. (B 590). Sales agents, export pre- 
serves, Colonials, cork; import raw materials, chemicals. 
JOHN W. NOLTE, LD4. (B 92). Exporters of cork, sar- 
dines; importers, agents iron, steel, non-ferrous metals. 

J. PACHECO CALE, LD4., Rua S. Juliao, 80, 3°. Tel. Add.: 


Calel. General agents. 
J. VASCONCELOS, LDa., Praca Duque da Terceira, 24, Lisbon. 
Infante D. Henrique, 73, Oporto. Ship, chartering agents. 


MANUEL DE OLIVEIRA GOMES, Restauradores, 13. Im- 
port and export wool, dyes, electrical and household utensils. 
MANUEL PATRONE (B 622). Importer of raw materials 
and machinery for rubber, shoe and glove industry. 
MANUEL VENTURA FRADE (B 226). Packer, exporter, 
sardines, Algarve-tunny, mackerel, anchovies in pure olive oil. 
MARIO SILVA, Rua das Flores, 81. Shipping agent, import 
and export. 

MARMORES DE SOUSA BAPTISTA, LD4., Praca do Muni- 
cipio, 30. Exporters of marbles. 

RADIO INDUSTRIAS, LD4., Rua da Madalena, 85. Tel. 
Add.: Radustrias. Import radios, photographic commodities. 
RODRIQUES & REIS, LD4., Rossio, 93, 2°. Commission 
agents and merchants. Desire foodstuff and other agencies. 
SANO TECNICA, LD4., R. Nova Almeda, 61. Surgical in- 
struments, laboratory apparatus, furniture, reagents, etc. 
SOC. COMERCIAL LUSO-AMERICANA, LD4., Rua Prata, 
145. Import-export stationery, office equipment, all novelties. 
SOC. COM. POLLERI, LD4. Rua da Emenda, 26,1°. Import 
all industrial requirements. Manufacturers’ representatives. 
SOCIEDADE LUSO-BRITANICA, LD4., Rua Corpo Santo, 
10. Tel. Add.: Diasal. General agents. 
SOCIEDADE LUSO-SUECA, LD4. (B 146). Tel. Add.: 
Luzul. Seeks factory representations. Knitting machines; 
industrial sewing; machines for tailors, and shirt makers. 


R. 
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SOCIEDADE DE VINHOS & MOSTOS, LD4. (B 563). Tel. 
Add .:Vimosto. Exporters of Portuguese wines and brandies. 
WALTER STOCK (B 7). Importer general and consumers 
goods of all kinds. Exporter and packer of sardines in oil. 





MATOZINHOS (Portugal) 


ANT. & HENR. SERRANO, LD4. Tel. Add.: Dragaio. Pack- 
ers and exporters of sardines and anchovies in pure olive oil. 
BRANDAO & C4., LD4. Tel. Add.: Varina. Canned foods 
and olive oil. Manufacturers and exporters. 

CONSERVAS PRADO, LD4. (B 27). Tel. Add.: Prado. 
Packer, exporter, canned fish, boneless, skinless sardines. 
DIAS, ARAUJO & C4., LD4. (B 15). Sardines, anchovies 
and all kinds of canned fish. Packe”s and exporters. 

JOSE RODRIGUES SERRANO & F., LD4. (B 8). _ Tel. 
Add.: Ressano. Packers and exporters of sardines. Prin- 
cipal brands: Serrano, Boa Nova, Ideal, Alta Classe, Orgueil. 
LAGE, FERREIRA & C4., LD4. Packers and exporters of 
anchovies and skinless and boneless preserved sardines. 
SOCIEDADE DE CONSERVAS JOANA D’ARC, LD4. 
(B 16). Tel. Add.: Joare. Packer, exporter fish preserves. 


OPORTO (Portugal) 











A.C. PIMENTA, LD4., Rua Sa Bandeira, 283. Cotton agents. 
Interested in agencies for artificial silk yarns and textiles 
in general. Also electric home appliances. 

AUMAFECA, Rua Entreparedes, 16, sala 15. General agent 
for own account. Import and export. 

BANCO BORGES & IRMAO (B 33). Tel. Add.: Borgimao. 
Branches in Lisbon and main towns. All banking services. 
BENTO PEIXOTO & LOPES, LD4., Rua Mousinho Silveira, 
81. Import iron, steel, tinplate, tools, ironmongers. 
DROGARIA MOURA, LD4., Largo S. Domingos, 101. 
port industrial chemicals, pharmaceuticals, drugs, paints. 
E. BRUNNER & C4., LDA. (B 112). Import dyestuffs, chemi- 
cals, patent medicines, plastics, rayon, textile machines. 
ESPECIALIDADES ELECTRICAS, LD4., Rua Fernandes 
Tomaz, 710. Insulating; machines, domestic appliances. 

J. GUIMARAES & FERREIRA, LD4., R. José Falcao, 171. 
Imp., tobacco, stationery, hardware, novelties, electrical. 

J. ROCHA, LD4., R. Passos Manuel, 166. Importers of 
radios, refrigerators, electric ovens and medical electricity. 
LEMOS & FILHOS, LD4., Praca Carlos Alberto. Import 
pharmaceutical specialties, perfumes, beauty preparations. 
LIVRARIA SIMOES LOPES, Rua do Almada. Est. 1880. 
Books, editors, importers; export stationery, office supplies. 
MANUEL FREDERICO, Rua S. Antonio, 57, 1°. Seeks 
agency Portugal, Portuguese Africa general merchandise. 
REPRESENTACOES ANGLO-AMERICANAS, LD4., 
José Faledo, 133. Fluorescent, electrical home appliances. 
REPRESENTACOES ANGLO-LUSITANAS, LD4., Praca 
da Batalha, 99. Tel. Add.: Ralim. Building, chemical products. 
SOCIEDADE IMPERIO COLONIAL, LD4. Head Office: 
R. José Faleéo, 171. Africa import and export. 

TASSO DE SOUSA, MAGALHAES & C4., LD4., R. Firmeza. 
476. Motor cars, accessories. Sales agents and importers. 


UNIVERSAL, SOCIEDADE ACOS MAQUINAS & FERRAMENTAS, 
LDa., Rua Sé Bandeira, 534. Imp. machines, tools for industries. 


VILA NOVA DE GAIA (Portugal) 


Im- 


R. 








MIGUEL DE SOUZA GUEDES & IRMAO, LD4. Est. 1851. 


Proprietors Alto Douro. Exp. Port Wine, brandy. 
SPIR. SOC. PORT. I. & REPRESENTACOES, LD4. 
porters iron, steel, wire, tubes, small tools, machinery. 


Im- 
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“TO SAVE LIVES AND 
PREVENT WORK DELAYS” 


In foreground, the steel work of Stuyvesant Town. Beyond, Peter 
Cooper Village nearing completion. 


HOUSING for more than 11,000 families—56 big apart- 
ment buildings on 8 acres of land—in the heart of Man- 
hattan . . . more enduring tributes to the service of 
Insurance! 


Just as the war effort compelled the construction of great 
arms factories, training bases and war workers’ communi- 
ties, today’s national housing shortage again calls for an 
accelerated building program. A nation’s thanks to Metro- 
politan Life Insurance Company for its StUYVESANT TOWN 
and PETER COOPER VILLAGE, symbols of housing relief on 
a country-wide scale! 


Vital Public Liability and Workmen’s Compensation 
protection on these mammoth projects is provided by our 
organization, as on the huge PARKCHESTER housing devel- 
opment in the Bronx prior to the war. With this insurance 
program goes the highly important service of our Safety 
Engineers To SAvE LIVES AND PREVENT WORK DELAYS— 
a service which speeds essential construction. Our experi- 
ence in servicing both large and small projects can be 
applied to your construction or engineering problems. Our 
nearest agent or your broker will be glad to tell you how. 
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ness produces the profits and the sole 
proprietor, or the partners, or the stock- 
holders get them. In the illustrated 
example the financial input amounts to 
$20,240, plus $91,100, plus $23,790, plus 
$28,990, plus $170, equalling $164,290. 
The financial output, in turn, is shown 
on the credit side to be $140,500. The 
output is smaller than the input by 
$23,790. That is the amount of the ex- 
penses and losses, the waste products 
of revenue production. 

In this way one is able to determine 
the ratio of the conversion of costs into 
revenues as 

140,500 X 100 
164,290 
The higher this ratio, the higher the 
managerial skill. 

On the other hand, since expenses 
and losses are that portion of the risk 
that becomes effective, as in general, 
expenses and losses are the cause when 
a business goes to the wall, the risk ratio 
ensues from the revenue production ac- 


count too. In this example, this ratio is 
23,790 X 100 


= 85.52 per cent. 


164400 = 14.48 per cent. 
The lower. the risk ratio, the smaller 
the possibility that risks become effec- 
tive. It would be useful to ascertain 
all risks possible in the various lines 
of business activity in order to measure 
the amount of expenses and losses ac- 
tually incurred in this regard. More- 
over, this determination would be use- 
ful too, because, as a rule, the manager 
knows only the risks which have be- 
come effective in his business, but not 
the others that may be incurred. The 


| smaller the possibility of risk, the more 
| sound is the business, but, as a rule, the 


smaller is the rate of income. “The 


| ordinary rate of profit always rises more 
| or less with the risk” (Adam Smith in 


Wealth of Nations, Volume 1, Chapter 


| X). 


The ratios of managerial skill and of 
risks, the business economy ratios, make 
it possible to compare the economy of 
all lines of business activity with each 
other. 


In the second part of this article 
to appear in the June number, Mr. 
Meyerheim illustrates how graphs 
may be plotted of net income and 
what the development of the net 
income graph reveals. He likewise 
shows what has to be done to pre- 
vent off-standard net incomes, ana- 
lyzing the causes of the changes in 
net incomes. 
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THE UNDERMENTIONED TRADE REPSESENTATIVES AND TRADERS 


INTERESTED 
. This is a paid advertisement. 


CAPE TOWN, S. A. 


STANDARD BANK OF SOUTH AFRICALTD. All banking 
facilities throughout South, Southwest and East Africa, also 
Rhodesia. Market research and trading contacts handled by 


Commercial Service Dept., Cape Town (B 40), through bank’s 
New York agency, 67 Wall Street. Monthly Review available 
free on application. 

AFRIMERIC DISTRIBUTORS PTY. LTD., 133 Longmarket St. Manu- 
facturers’ representative. Textiles, softs, fancy goods, hardware. 
Paper board and timber. Branches throughout Union. Also Belgian 


Congo and Rhodesia. 
J. BOCK & SON (B 2038), 


wayo. Textiles and saeerwe ae k very description. 


are listed. 


Branches Johannesburg, Durban, Port Elizabeth, Bula- 
Leather and findings for foot- 
wear industry, plastics, elec 


CHUTE, ROWLAND & CO. LTD. (B 1193). Plastics, nylon stockings, textiles, 
glass, aluminum, electrical goods, tools, timber, oak staves, raw materials, fooa- 


ffs. 
DENT & GOODWIN CAPE PTY. LTD. (B 1446). 
agents. 
DE VILLIERS A. I. & CO. (B 2933). Branch office Johannesburg. 
Direct importers agricultural] insecticides, fertilizers and packing ma- 


terial. Seed potatoes and apples. Established connections through- 


out the entire Union 

DUNAY G. F. (B 892), Mannfacturers’ representative and distributor, sales or- 
ganization covers Southern Africa. Engineering supplies, material and machinery ; 
all requirements for building and allied trades; general hardware; industrial 
sundry supplies of motor trade and garage ‘equipment ; 


ollskins, rubber goods, plastics: cream, ofl, and industrial separators, 
NDERSON GREIG (BR 3189). Domestic hendware, hand tools, furnishing 


IE pa Imitation jewelry. Novelties. Pens and pencils. 
Complete national 


HUDSON (Import Division) PTY. LTD. (B 1318). 
coverage; ample finance; own warehouses; ehecktet distributors, not 
commission agents or jobbers; correspondence invited. 

INDUSTRIAL SUPPLY CO. PTY. LTD. (B 279). Chemicals and ingredients for 


food and « 

INTERCOM "AGENCIES PTY. LTD. (B 1587). Manufacturers’ representatives, 
organized fo attend to international commerce as import and export agents. 
KAY’S AGENCIES, 55 Hout St. Manufacturers’ representative cotton piece goods 
all descriptions, towels. Other soft goods. 


KEENE & CO. PTY. LTD. Head office : Box 2305, Cape Town. 


Branches: Johannesburg, Durban and Port Elizabeth. Agent at 
Lourenco Marques. Interested in all commodities suitable for 
the wholesale and retail distributive trade. Specialized depart- 


mental renresentation. 


LEERS & CO. PROP. LTD. (RB 2982). General me = -t ants and importers. 
i. Vewis & CO. AND BRANCHES FURNISHERS CAPE TOWN. Soft furnish- 


ings; curtaining, carpets, linos, crockery, ete. 

NATIONAL AGENCIES (SOUTH AFRICA) PTY. LTD., 88 Church St. 
Cape Town head office. Agent and wholesale distr ibutors druggists 
sundries. Depot stocks carried all leading centers South Africa and 
Rhodesia. Cable: “Hyrub.” 

PRESTON AGENCY CO. PTY. LTD. (B 2247). 
stuffs, electrical accessaries, textiles, 

L. F. RAE & SON (B 442). Manufacturers’ representatives foodstuffs, 
builders, household and electrical hardware, tools, plastics, chemicals. 
GEO. RAYMOND & SON (B 2404). Ladies’ showroom "ra0ds ! men’s hosiery ; 


ladies’ underwear, corsetry, infants’ wear, haberdashery. 

M. A. SEELIGSOHN (B 2892). Manufacturers’ representative household com- 
modities, hardware, textiles, ete. 

SMIEDT & IPP (B 470). Textiles, foodstuffs, elec tric al. 
represented throughout Union and South wet st Af 


SWINGLER BROTHERS PTY. LTD. (B 3371). Also. Johannesburg. 
ing. Hardware. Automotive products. Builders’ material, 
UNITED AGENCIES (B 1568). South Africa’s leading agents chil- 
dren wear, desire representation of children’s dress manufacturers. 
Branches Jchannecbure and Durban. 


DURBAN, S. A. 


M. BEIT & CO. (13 2190). Associated offices in Johannesburg, Cape Town, Port 
Hlizabeth and Bloemfontein. Cosmetics, fancy goods, furnishings, textiles, hard- 
ware, leather foods, automotive spares and accessories, automotive equipment and 
electrical fitting 
MONTAGUE BLUNT & CO. (B 2503). Seek direct factory representation in- 
terior decorations, plastics, indoor transport and similar lines; wrappings, pack- 
ages, packings. also interested timbers and offer for export copra, copra oils and 
other African products. 
D. D. TAIT (B 2846). 
OFFICE: CAPE TOWN. 


Customs clearing and shipping 


chemicals and adhesives ; 


Throughout South Africa. Food- 


All types merchandise 


Engineer- 


MANUFACTURERS’ REPRESENTATIVE. BRANCH 


ASSOCIATED OFFIC! BS : JOHANNESBURG, PORT 
BLIZABET H, Bz LONDON, DOMESTI BRUIT 4DERS’ HARDWARE, 
LAMPWARE, DOMESTIC ELECTRIC APPLIANCES. PROPRIETARY FOOD- 


STUFFS, CANNED SEAFOODS, AND MEATS, BTC. 
LARGESSE & CO. PTY. LTD. (B 2607). Export all grades 


of minerals, chrome ore, manganese ore, graphite, mica, ete. ; wine 
and spirits. Import timber, y sae shecemaiatiad fertilizers, ete. 
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To participate in this advertisement address Manager of any R. 





IN SOUTH AFRICA ARE 
IN DISTRIBUTING YOUR PRODUCTS. 


To communicate with any of the companies listed below address them care of the box number indicated (B em in the cities under which they 


- Dun & Co. offrce in South Africa. 


Mechanical and electrical supplies. 
Power plants, switchgear, elec- 


HAROLD J. DRINN PTY. LTD. (B 560). 
Domestic and commercial electrical appliances. 
tric motors, cables, conduit and accessories. 
AYNMAN McKEOWN (B 1436). Food products, hardware, soft goods and 
general merchandise ‘ 
REGENT PHARMACY PTY. LTD., 399 West St. Cosmetics, toilet requisites, 
chemists’ sundries, fancy goods, proprietary medicines. 
A. A. SAVAGE, 576 West St. Electrical domestic appliances. 
ing equipment and accessories, fluorescents. 


JOHANNESBURG, S. A. 
ARGOSY IMPORTS PTY. LTD. (B 2452). Branches throughout South Africa. 


Specializing in women’s, children’s clothes and underwear, fancy goods, novelties 


nd piec oods. 
ASSOCIATED PROPRIETARY AGENCIES, LTD. (B 4247). Indent and dis- 


tributing agents for toilet preparations. 

KINSON & BARKER (B 3152). Manufacturers’ representatives 
covering Southern Africa and Rhodesia. Interested only in handling 
quality goods direct from factory on commission basis. Specializing 
machine tools, hardware, textiles of all descriptions and sports equip- 
ment. 


AUTOMOBILE ELECTRIC SUPPLY LTD. (B 2964). 
bile and aircraft accessories and replacement parts. 


BELL AGENCIES (B 3298). Factorp representatives seeking direct 
British, Canadian and American factory representation engineering 
equipment, tools, hardware, woodworking machinery, electrical appli- 


ances. Agents in all leading centers. 
HERBERT E. BOWEN—FRIENDLY ADVERTISING PTY. LTD. (B 3102). 


clusive sales South and Central Africa. Advertising specialties. 

C.F.S. TRADING PTY. LTD. (B 5216). Glassware—domestie 
and packaging, hardware and kitchenware, packaging, essences, 
fancy goods, buttons, toys, kitchen articles, food products. 


C. F. SHAW LTD. (B 4372), Factory reps., import, export 


agents, leading British, American, Canadian manufacturers. 
Branches or reps. in every British or French territory in Africa, 
India, Palestine, Middle East. 

CHARTER ENGINEERING CORPORATION PTY. LTD., 514 Southern 
Life Building. Diesel and diese] electric power plants and equipment. 
Diamond drilling equipment. Mine and mill ore recovery equipment, 
connections with mining houses throughout Southern Africa. 
BARRY COLNE & CO. LTD. (B 4130). Machinery and engi- 
neering supplies. Foundry equipment and supplies. Wood- 
w he al machinery and accessories. Mill supplies. 

COMMERCIAL & MINING UTILITY PTY. LTD. (B 2452). Building materials 


and mining materials, Completely covering Southern Africa. 
COMMODITY AGENCIES (B 1711). Produce, industrial raw materials, timber. 


B. P. DAVIS LTD. “<B 3371). Representing Bauer & Black, Chese- 
brough Manufacturing ( Co,, American Chiele Co., ete. Members Johan. 


nesburg C. of C. 

M. T.S. DESSELSS “B 7518). With full coverage throughout South 
Africa, exclusive distributors of radio, electrical ap- 

pliances, kitchen utensils, require various lines electrical applia neces. References: 

Tung-Sol Lamp Works; Solar Mfg. Corp. ; Ohio Carbon Co. Republic Stamping & 

Enamelling Co. Field ‘representative for Federa) Motor Truck Co, ; Continental 

Motors Corp. ; Moog Industries Corp. Require automotive replaceme “nt part lines, 

workshop equipment and tools. Fair share available S. African business promised, 

also a personal visit each year. 

DOMESTIC & FOREIGN TRADE PTY. LTD., 102 Mooi St. Foodstuffs, groceries 


and delicacies. 


Motors and wir- 


Storage batteries, automo- 


Ex- 


DRUGS & TOWETS PTY, LTD. s2.25?4yh'"wnays 
medicines, druggists’ sundries, beauty products. Branches at Cape Town, Dur- 


ban, Port Elizabeth, Fast London, Salisbury and Bulawayo. All merchandise 


paid spot cash New York. 
FILLERYS PTY. LTD. (B 6560). Sales agents. 16 branches covering 
South Africa, South West Africa, Rhodesia, Belgian Congo, Mada- 


gascar, French Equatorial Africa, Portuguese East Africa. London 
15-17 Elden St., 

GILMAN & CO. fe ory. LTD. (B 4077). Branches : Durban, Cape T 
Organization covers whole of the Union and Rhodesia. Established 1992. Manu: 
facturers’ agents and distributors representing many important overseas firms. 
Open to consider further agencies, particularly proprietary lines. 


GERALD S. GUNDLE (B 5173). "ASSOCIATE OFFICES 
IN ALL COAST TOWNS AND MAIN INLAND CENTERS 
UNION OF SOUTH AFRICA AND RHODESIA. Specialist 
sales organization equipped to handle furniture, rugs, carpets, 
lino, soft furnishings, furniture novelties, general utility house- 
ae chy hardware pi tools and all requirements for building 
and plumbing trades, Apply Barclays Bank, New York, concern- 
ing ability create, maintain, foster ‘sales and uphold factories’ 
prestige. 
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HARRIS & JONES PTY. LTD. (B 3297). Transvaal agents: L. C. Smith 
and Corona typewriters. Interested in agencies for oflice machines, equip- 
ment and supplies. ES 
S. HARTOGS PTY. LTD. (Grocery Division of Ver- 
rinder Ltd.) (B 4883). Also Cape Town, Durban, .Port 
Elizabeth, East London, Bloemfontein, Kimberley, Bula- 
wayo, Salisbury and N’dola. Proprietary grocery and 
confectionery goods and domestic hardware. 

HILL & MURRAY PTY. LTD. (B 3070). Proprietary medicines, 
toilets and cosmetics, grocery and household requisites. Ethical 
and professional products. 

INDUSTRIAL TRADING CO. PTY. LTD. (B 9012). General sales agents 
throughout S. Africa want direct factory representations. Textiles every 
description, ladies’ underwear, hosiery, hardware, glassware, food prod- 
ucts, essences, building requisites, plastics, ete. 

P. W. JENNINGS (PTY.) LTD. (B 3543). Also at Cape 
Town (B 198). Equipped to represent you throughout 
South Africa as exclusive manufacturer’s representative on 
commission basis. Household eqvipment novelties. Elec- 
trical appliances. Kitchen specialties. Building specialties. 
B. OWEN JONES LTD. (B 2933). Chemicals: heavy industrial, 
pharmaceutical, laboratory reagents; general laboratory sup- 
plies; optical, scientific, control, medical and surgical instru- 
ments; steel works and foundry supplies. 

LAMSON INTERNATIONAL CORP. (AFRICA) PTY. LTD. 
(B 8835). Textiles all descriptions, cutlery, crockery and 
hardware, household appliances, radios, etc. Branches: 452 
Fifth Ave., New York, and Cape Town, Durban, Port Eliza- 
beth, Bulawayo. j 
LENNON LIMITED (B 8389). Wholesale manufaccuring and retail 


ehemists and druggists. (Est. 1850). Branches throughout S, Africa 
and Rhodesia. 

LIBERTY AGENCIES PTY. LTD. (B 6019). Also at Cape Town, 
Durban, Bulawayo. Manufacturers’ representatives and dis- 
tributors for Southern Africa. Handling a)] types fashion 
goods and snorts wear, textiles, toys, glassware, fancy goods 
and all general merchandise under specialized departments. 


KENNETH R. MENTZ (B 7592) also Cape Town and 


Durban. MANUFACTURERS’ REPRESENTATIVES |§ 


desirous contacting MANUFACTURERS of eotton and 
rayon textiles, soft furnishings, rugs, carpets, proprietary 
grocery and confectionery goods, industrial raw materials, 
sporting goods. References: Apply Wilson Bros., Box 
772, Chicago. 

NEWTON’S| AGENCIES PTY. LTD. (B 4616). Clothing, all 
kinds; textiles, headwear, domestic glassware, enamelware, 


handbags, fancy goods, cosmetics, food products, industrial 
chemicals, paper products. 


H. POLLIACK & CO. LTD. INCORPORATING MAC- 
KAY BROS. LTD., MACKAY BROS. & McMAHON 


LTD. Cape Town, Durban, Port Elizabeth, Pretoria, 


musical, electrical goods. 





PROTEA DISTRIBUTORS PTY. LTD. (B 7793). Sur- 
gical, medical, hospital, pharmaceuticals, cosmetics, photo- 
graphie supplies and equipment. 

RAYMONT-BROWN PTY. LTD. (DB 7524). Manufacturers’ representa- 
tives. ‘Textiles, cotton piece gouds, woolen, rayon and silk piece goods 
and men’s wearing apparel. 

SILVERS MOTOR SUPPLIES PTY. LTD. (B 5988). Automo- 
bile parts, accessories, garage equipment, toois and machine 
tools. Associate companies: General Spares & Accessories Pty. 
Ltd., Pretoria, Tvl. & O.F.S. Wholesale Motor Supplies Pty. 
Ltd., Bloemfontein, O.F.S. ; 
SIDNEY SIPSER & CO. (B 6011), Ottawa House, President St. 
Also Cape Town (B 2391). Cable: “Gownsipser.” Indent 
agents, distributors ladies’ frocks, coats, sports and underwear, 
showroom goods, etc. ; ; 
FRED. C. SMOLLAN PTY. LTD. (B 3769). Raw materials, tim- 
ber, building materials, hardware, window glass, upper leathers, 
upholstery leathers, chocolates, canned fish and food products. 
SOUTH AFRICAN DRUGGISTS LTD. (B 5933). Wholesale 
chemists, manufacturing druggists, opticians, photographic 


dealers; fine, industrial, pharmaceutical chemicals. : 
TAYLOR & HORNE, 176 Jeppe St. Branches at Cape Town, Port Eliza- 
beth, East London, Durban, Bloemfontein, Pretoria, Bulawayo and Salis- 
bury. Dental sundries, toilet requisites, etc. 

FEL & CO. (B 948 | 





H. E. TEI 9487). Industrial raw materials, paper and 
cardboard, cotton yarns, textiles, light and heavy chemicals, canned 
goods, manufactured products, steel and tinplate. ; 

JOHN G. TRAIN & CO.. 149 Commissioner St. Also Cape Town, Durban. | 
Cotton and rayon textiles, yarns, hosiery, knitwear, fancy goods, food- 
stuffs, tovs. 


WESTDENE PRODUCTS PTY. LTD. (B 7710). 


Branches : Cape Town, Durban, Bloemfontein, Port Eliza- 
beth, Salisbury, 23 Essanby House, Jeppe St. Nationally 
advertised patent medicines, toilet and fancy goods. 


PORT ELIZABETH, S. A. 
GILCHRIST’S ELECTRICAL STORES PTY. LTD., Main St. Electrical 


and radio equipment. 

E. J. NARRAMORE, 100 Main St. Builders and domestic hardware, tools, 
ironmongery. sporting goods and all gardening requisites. 

- HALLIS & CO. PTY. LTD. (B 143). Est. 1890. Seeking agencies for 
picture frames. pottery, handbags, ete. Fancy gvods all description 
Afticient representation throughout S. \, assured, 

JAYDEE DISTRIBUTORS PTY. LTD. (1: 108). (rockery, glassware for 
general wholesale and retail selective and exclusive trade; general and 
household hardware and motor accessories ; silk and nylon stockings. 

A. J. PUDNEY & CO., Grace St. Household aluminum, enamel and glass- 
ware, toys, general hardware, flower and vegetable seeds, small farming 
and gardening implements. : ; 
WARD & JOHNSON PTY. LTD. (B 1980), All domestic electrical ap- 


pliances, radio, refrigerators and musical supplies. 


RHODESIA, 5S. A. 


AFRICAN COMMERCIAL CO. LTD. (B 1108), SALISBURY. Proprie- 
tary medicines, toilet and beauty preparations, groceries, confectionery, 
stationery, office equipment, textiles, men’s, women’s, children’s clothing 


and footwear and fancy goods 


H. GALANTE (B 380), SALISBURY. Inquiries invited. Textiles, enamel- 
ware, hardware, groceries, timber, household goods, men’s and ladies’ 
wearing apparel, leather goods, branches Rhodesia, Belgian Congo, Por- 
tuguese Bast Africa, Tanganyika. 























Idle Dollars 


Slow receivables represent 
money out of work, depriving 


you of earned profits and oper- 
ating capital. 


Act now to put this money 
back to work in your business. 


Collection specialists of our 


Mercantile Claims Division 


DUN & BRADSTREET. 


are Costly — 


Mercantile Claims Division can 
assure you of prompt action 


and a tactful presentation of 
your demand for payment of 
past due accounts wherever the 
debtor is located. Write or 


phone the nearest office of 


Ine. — Offices in Principal Cities 








Dun's Review 51 May + 1947 














For Public Building 
Washrooms 


The reputation of any public building 
depends upon the people who enter its 
doors. Therefore, when the public se- 
lects Bradley DUO-Washfountains as 
the most modern and sanitary wash 
fixtures available, it is an endorsement 
worthy of consideration. 

Thousands of men and women are 
familiar with Bradley Washfountains 
through shop, plant, factory and school 
installations. These people have 
learned to appreciate the superior ad- 
vantages of Bradleys: the automatic 
foot-control which keeps hands safe 
from contagious faucet and wash basin 
contacts—the self-flushing bowl that 
prevents contaminating dirt collections 
—and the clean spray of running water. 

Management, too, prefers Bradleys 
because of valuable economies in water 
consumption, maintenance and instal- 
lation costs. One DUO serves two 
persons simultaneously, replaces two 
ordinary single-person wash basins, 
and the easily-cleaned DUO spray- 
head takes the place of four faucets. 

DUO-Washfountains are furnished 
in glistening white sanitary enameled 
iron. Nationally distributed through 
plumbing wholesalers. BRADLEY 
WASHFOUNTAIN CO., 2352 W. 
Michigan Street, Milwaukee 1, Wis. 


ADIEY> 
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RUSSIAN-AMERICAN TRADE 


(Continued from page 14) 


ward as envisaged in the Soviet Fourth 
Five-Year Plan, as well as in producing 
large quantities of consumption goods, 
American machinery and equipment 
will be in great demand by the Russians 
as soon as our factories are in position 
to fill large orders for the products re- 
quired by the Soviet Union. 

Foreign trade is at its best when the 
route it follows is one of a natural two- 
way advantage, or when one country 
sells to another the goods with which 
it can pay for a large part of those it 
imports from the other country. While 
the Soviet Union and the United States 
are largely producers of the same com- 
modities for export, the latter, as sug- 
gested above, is preeminent in certain 
fields in which the former is only a 
beginner that for years to come will 
have no exportable surplus of the goods 
it eventually will manufacture in quan- 
tities large enough to supply its own 
needs and perhaps more. 

In the meanwhile we must consider 
our own needs, after the post-war stock- 
taking that has already been made, and 
study the U.S.S.R. as a possible source 
of the materials and articles which are 
available there to cover American re- 
quirements and which in many cases 
can be covered only by importation. It 
is believed that such an investigation 
will uncover many surprises for those 
not familiar with the trade picture as 
it has developed since World Wars I 
and II. 

In all the talk about stockpiling of 
strategic and industrially necessary ma- 
terials the Soviet Union has been dis- 
covered to be a source for many of the 
items considered. Among these are the 
two ores most important, next to iron 
ore, in the manufacture of steel, chrome 
and manganese; in both of these the 
Soviet Union is rich, and can send us 
almost unlimited amounts. A third, 
iron ore itself, is also abundant, and 
may be needed if our own resources, 
steadily dwindling, run dangerously 
short. Russia also has several metals 
which we no longer possess in sufficient 
quantities, such as copper, bauxite, lead, 
and zinc. Metals that we do not have 
at’ all are found in the Soviet Union, 
though so far in small quantities, but 
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competition may bring us tin and 
nickle, and surely platinum and other 
metals in that group. In fact, during 
the past war the United States took all 
of the the U-S:SR. 
would spare and could have used more, 
even at the high prices that prevailed 


last group that 


in the world market for them. 

It is in the field of animal products, 
however, that Russian exports have 
long held an important position in 
American markets and bid fair to be 
in continuous demand. Particular pro- 
ducts include bristles, which in spite of 
the competition of artificial imitations 
still hold their own; sheep and goat 
casings, where again man-made pro- 
ducts are not complete substitutes; furs, 
for which the United States seems to 
have an unlimited absorptive capacity, 
at the right prices; and goat and sheep 
skins, of which we import large quanti- 
ties from a number of countries. 

The Soviet Union is one of the world 
sources of asbestos, classed as a fiber or 
mineral according to the end use. It 
is potentially the largest producer in 
the world of flax and linen products; 
the United States demand for the latter 
is unlimited, but for years the imports 
have been small, and both this market 
and Russian production still await de- 
velopment. 

The same condition exists with two 
types of commodities of which the 
U.S.S.R. has inestimable quantities, 
while the United States is running short 








“Buy 10,000 steel!” 





Clock and Dagger Myster y (Solving time: 2 minutes) 


It doesn’t take long to track down the culprit here! 


The desk is littered with clues. Unanswered letters, 
memos. Pages of shorthand that represent hours of dic- 
tation—that mean more hours of decoding. 


Person-to-person dictation is to blame, as usual. An 


Dictaphone’ to the rescue! —> 


The Dictaphone method lets a man relax. Alone, at ease, 
he can talk all of his business—each fleeting thought— 
into the handy microphone. And it frees his secretary, 
too. Enables her to get her other work done while the 
mike “‘takes”’ her dictation for her. 


Your Dictaphone dictating machine doubles your work- 
ing ability. And it practically turns the lights off at 5 p.m. 


Yes, you can solve many of your office problems in 2 
minutes flat. In the time it takes to phone your Dicta- 
phone representative for a demonstration—or to write 
Dictaphone Corporation (Dept. M-5, 420 Lexington Ave., 
New York 17, N. Y.) for descriptive literature. 


outdated method that keeps two people busy doing what 
should be a one-man operation. It slows down office 
routine—making for long hours and short tempers. 

What this office needs— what many offices need today 
—is modern, speedy Electronic Dictation! 





DICTAPHONE Cceenee Duccctton 


*The word DICTAPHONE is the registered trade-mark of Dictaphone Corporation, makers of Electronic and 
Acoustic dictating machines and other sound-recording and reproducing equipment bearing said trade-mark, 


Dun’s REVIEW 


May - 1947 








ide 





To promote 


interest 
.. reward 


interest! 





= than average 


performance by employees 
means higher production, 
a better product, lower cost 
and greater profit. Wheth- 
er in the shop, the office 
or the sales staff, the way 
to greater efficiency is 
smoothed and shortened by 
good employee relations. 


A practical and effective 
method to improve com- 
pany-employee relations and 
stimulate pride of perform- 
ance, is in the recognition 
of periods of service and the 
public award of an appro- 
priate emblem. 


We should be glad to apply 
our many years of experi- 
ence in this field to your 
individual requirements. 
A note on your letterhead 
will bring a representative 
qualified to assist you. 


Write for our 
interesting, il- 
lustrated book- 
let: “Recogni- 
tion of Loyal 
Service.” 
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or has its reserves unsatisfactorily dis- 
tributed, namely, lumber and wood 
products, and coal. During the past 
war American timber stands were over 
cut whereas Russian timber stands in 
the Far East are virtually untouched. 
West Coast industries require increas- 
ing quantities of coking and steam coal, 
but are far removed from the Eastern 
and Middle Western fields; Russian re- 
serves, again without limit and not far 
from ports, could provide supplies for 
years. 


And finally, Russian Pacific fisheries, 


for fish and crabmeat, can well supple- 


ment our own production, which in the 
case of the latter item is strictly limited. 
Canned fish and crab from the Soviet 
Union are well known in our markets, 
and increased demand would follow 
larger imports. 


Benefits to Both Countries 


There is an important feature con- 
nected with the list of actual and poten- 
tial imports from the U.S.S.R. to the 
United States that escapes many who 
consider only the commodities them- 


selves. It is that the development of 


| imports as suggested would not only 
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provide the Soviets with dollars, but 
would generate orders for American in- 
dustry. For as pointed out earlier, Rus- 
sian mining requires American ma- 
chinery and methods, Russian lumber 
and pulpwood production calls for 
American sawmills and paper and pulp 
equipment, Russian canneries use 
American machines, and their linen 
products can be made on American 
looms. 

In many lines Russian purchases of 
American machinery would be fol- 
lowed by the supply to the American 
buyers of the goods they want, thus 
setting up a co-operative effort that 
would benefit both countries. It is not 
surprising that discussion of such pos- 
sible arrangements has already started, 
on the initiative of one country or the 
other. It is believed that American in- 
genuity and capital can well be devoted 
to serious consideration of these and 
similar “deals,” perhaps involving sev- 
eral firms on this side, and more than 
one of the Soviet manufacturing and 
exporting and importing agencies. 

Another way in which American 
capital can be used in developing trade 


with the U.S.S.R., particularly as con- | 
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with 


Hard-Hitting Direct 
Selling Copy, Created 
by Specialists 


Hundreds of advertising pieces 
reach your customers’ desks 
every week. Only messages that 
get the story across skillfully and 
effectively, are read. 


AHREND creates Direct Adver- 
tising that is read. Advertising 
that “hits the spot’’ and SELLS 
every time. 


55 years of planning, creating 
and producing resultful advertis- 
ing for clients in every field, are 
behind the campaign we pre- 
pare for YOU. 


Watch your sales curve climb 
when AHREND prepares your 
next mailing piece . . . a fast- 
moving sales letter, folder or 
catalog, custom-tailored to 
YOUR prospects. 


AHREND CLIENTS HAVE WON 23 NATIONAL AWARDS IN THE PAST 4 YEARS 


Write, or Phone 
MU 4-3411 TODAY! 


D.H.AHREND CO. 
Cheative Diect Cdaeilinug 


333 EAST 44th STREET © NEW YORK 17 © MU 4-3411 





SPEED and 


Fl-£-y-\-BALITY 


where it belongs... . 
enter the figures on the keyboard. The machine computes 
instantly, accurately, automatically. 


Switching from one application to another 


is only a matter of seconds on an Underwood 





Sundstrand Accounting Machine 





Accountants and business executives tell us that speed and 
ility are just two of Sundstrand’s many outstanding 
advantages. 

An operator posting accounts receivable, for example, 
can change to posting accounts payable, stock records, 
or any other application . . . in just a few seconds. She 
simply inserts a different control plate in the machine. 

This plate governs the machine’s many automatic opera- 
tions ... tells it what to do and when to do it. 


Simplicity and Speed 


The Sundstrand has only 10 figure keys. Operation is 
simple. . . fast . . . easy. No long training period for 
operators. Even untrained personnel acquire speed and 
proficiency after just a few hours’ practice. 


With Sundstrand, the burden of the work is placed 
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.. that save minutes 
and money! 


on the machine. Operators merely 


and prints... 

When not in use on accounting records, the Underwood 
Sundstrand may be used as a full-duty adding-listing ma- 
chine . . . with direct subtraction and credit balance features 
in both registers. 

Here, indeed, is the machine which never need be idle. 
The more you become acquainted with it, the more ways 
you'll find for it to save money for your business. 

There’s an Underwood representative as near as your 
telephone. He'll be glad to show you where, why and how 
the flexible Underwood Sundstrand Accounting Machine 
can serve you best. There is no obligation. Call him today. 


Underwood Corporation 


Accounting Machines ... Adding Machines .. . Typewriters . . 
. Ribbons and other Supplies 
New York 16, N. Y. 


Carbon Paper. . 


One Park Avenue 
Underwood Limited, 135 Victoria St., Toronto 1, Canada 


Sales and Service Everywhere 
Copyright 1947, Underwood Corporation 
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$60,000 


$30,000 & 
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POTENTIAL CUSTOMERS 


Thorough evaluations of sales opportunities 
are essential in many key management deci- 





sions — 


= Projection of sales trends minimize guess- 


work in the planning of purchases and 
inventories. They point to the profitable 


middle course between overexpansion and 
underdevelopment. 


When potential sales yield by area and by 


type of customer is known, advertising can 


be concentrated for maximum returns. Sales 
promotion can be directed to cover the mar- 


ket thoroughly. 


Dependable territorial quotas make possible 
efficient assignment of the sales force and im- 
partial evaluation of sales performance, 


For development of sales potentials which 
measure the demand for any product by area 
or type of customer, address your inquiry to 


MARKETING AND RESEARCH SERVICE 


DUN & BRADSTREET, INC. 


290 BROADWAY +NEW YORK 8-NEW YORK 
OR YOUR LOCAL DUN & BRADSTREET OFFICE 
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cesns our invisible exports to that 
country, is by way of contracts to supply 
technical assistance to Russian manu- 
facturers, making products both old 
and standard, and those that we have 
developed in recent years and during 


the war. The history of the 1930's 
shows that American firms are not un- 
aware of the possibilities in this field; 
and even during the war there were 
signs that interest in the revival of such 
relations was not out of the minds of 
both Russians and Americans. 


Technical Aid Possibilities 


In view of the past connection of 
the United States Department of Com- 
merce with transactions of this nature, 
it can be confidently predicted that its 
usefulness in providing advice and in- 
formation on technical aid contracts, 
and on the conditions of implementing 
such contracts in the U.S.S.R., will be 
shown again to numerous firms that 
seek an export outlet in the Russian 
field for their knowledge and equip- 
ment. Experience to date indicates that 
plans already are under way for Ameri- 
can participation in this field, which is 
so enormous and varied that it is dif- 
ficult to place any limit on the possibili- 
ties of co-operation that may develop. 

In preparing this article I have at- 
tempted to give a very general back- 
ground of the trade relations of the past 
between the Soviet Union and the 
United States, but more particularly to 
emphasize the opportunities for ex- 
panding that trade in the future. The 
present world situation, unpredictable 
in many respects, definitely calls for an 
expansion of foreign trade, from the 


| industrially advanced countries to those 




















Mem ware) Corporation keeps its 
ayroll Kecords 


on Nationals! 





View of National Payroll Machine at Columbia 
Recording Corporation, Bridgeport, Connecticut. 


Preparing payroll records and writing the checks 
for some 1,400 employees each week is no small 
accounting task. But the Nationa] Payroll] Machine 
makes short work of just such accounting problems 
—producing at one location Columbia's whole 
weekly payroll quickly and efficiently. 

National Payroll Machines prepare for Co- 
\umbia, at one operation, the employee’s statement 
of earnings and deductions, employee’s earnings 
record, and payroll summary record. All entries are 
clear, legible, and easily understood. And all are 
proved correct at the time of writing—thus obviating 
discrepancies due to human error. 

In businesses of every size and type, National 
Payroll Systems are meeting the varied demands 
of individual plant practices, methods, and deduc- 
tions. By setting up pre-determined totals, bal- 
ancing procedure is simplified. All records are made 
at the same time, all are originals, all are exactly the 
same. Let your loca] Nationa] representative study 
your needs, and then make recommendations 
without cost or obligation to you. The National 
Cash Register Company, Dayton 9, Ohio. Offices 
in principal cities. 


A Columbia Records engroyer inspects every groove to insure 


that no fleck of dust has caused a bubble in the electroplating 1 isa sias rr 1 

of the ‘‘mother’’. This is the “mother” of an electrical transcrip- e | Making business 

tion manufactured by Columbia Records for exclusive use by ie, | seasier 

radio stations. It is from the “mother” that the ‘‘stampers’ for 2 i 

h ( ing of d d I for the 
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P. S. Dear Public: 





Forgive us if we bore you... 
The above repetition is for the 
benefit of some of our salesmen— 
who say that our advertising 
doesn’t emphasize enough the fact 
... that the Pitney-Bowes postage 
meter seals the envelope flap at 
the same time it prints the postage 
stamp and postmark on the front! 

What’s so remarkable about 
a machine that seals envelopes? 
You could probably invent one 
yourself some rainy Saturday, or 
even if it wasn’t raining. Then try 
and find somebody to buy it! 

But a machine that 
also prints postage 


PITN 





and postmark—any amount of 
postage for any kind of mail—and 
does its own bookeeping . . . that’s 
a pretty wonderful machine! 


Ir you’D like to know how a 
postage meter can help in your 
office . . . call the nearest office 
of Pitney-Bowes. And when 
the salesman comes over, tell 
him you know all about sealing 
the flap but what else does it do? 
...Or maybe you’d like your 
information in a little booklet 
with pictures? If so, write us direct 
... Sincerely yours— Advertising 
Department. 


EY-BOWES 


POSTAGE METER 








Pitney-Bowes, Inc., 1513 Pacific St., Stamford, Conn. 


We Originators of Metered Mail. Largest makers of postage meters 
4 Offices in 59 principal cities in the United States and Canada 
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| | Development; How Regional 





still undeveloped, and from the latter 
to countries that need vast quantities of 
raw materials, to an extent upon which 
it is difficult to place any limitations. 

The United States in the fullness of 
its size and variety of industry, and the 
Soviet Union with its tremendous re- 
serves of industrial materials, are na- 
tural partners in a close trade relation- 
ship that will bring benefit to each over 
the years. The facilities, built up by 
experience on both sides of the oceans, 
are there, and the desire, in fact the 
need, for closer reliance of the one on 
the other is there. 

It will be only a natural expansion, 
which needs no forcing by government, 
of the basic principle of foreign trade. 
which is that the existence of a need 
for goods not available at home gener- 
ates a demand for imports, and the cor- 
responding needs in other countries 
provide an opportunity for exports. 
Both the United States and the U.S.S.R. 
have much, but they also need much; 
by trade exchanges these needs can be 
satisfied and each will benefit increas. 
ingly from the association. 





THE BAROMETERS 


The Dun’s Review Regional 
Trade Barometers, including 
back figures by months from Jan- 
uary 1939; by years from 1935, 
adjusted for seasonal variation 
and unadjusted, together with 
additional material, are available 
in pamphlet form. 

Other helpful information has 
also been reprinted for those who 
are interested in regional varia- 
tions in trade volume. They are 
entitled, “A Guide to Post-War 


Barometers Help”; “The Dun’s 
Review Regional Trade Barome- 
ters’; “How to Use Regional 
Trade Barometers.” Two geo- 
graphical lists (duplicated) are 
available. One defines each re- 
gion by counties. The other 
shows the regional location for 
all cities of 25,000 or more popu- 
lation. 

The barometers measure con- 
sumer buying for 29 regions in 


the U. S. and for the country. 











Also... 


a REPORT to YOU 


... the Public 


Wi: HAVE JUST MADE our Annual Report to our 300,000 stockholder-owners. The high- 


lights of the 1946 operations we believe will be 
—present and prospective, who make the operations possible. 





of interest to our employees and customers 








Cities Service 
Companies 
in I94G... 





produced 26,318,000 
barrels of crude oil and 
completed 173 new oil 
wells. At the year end, 
they held leases on 
4,000,000 acres of oil 
and gas lands in the 
-United States alone, of 
which 180,000 acres are 
now producing. 








refined 57,613,000 bar- 
rels of crude, produced 
27,974,000 barrels of 
gasolene, an increase of 
865.000 over 1945. 
Production of buta- 
diene for synthetic rub- 
ber also was up, and 
asphalt output in- 
creased 44 per cent. 








expended $33.000.000 
for new construction 
and acquisitions, bring- 
ing the total for 16 
years of depression, 
war and reconversion 


to $459,000,000. 
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distributed 2.277.814,- 
000 kilowatt hours of 
electricity. Electric 
sales increased in all 
classes except power, 
which declined _ be- 
cause of shutdowns in 
power consuming in- 
dustries. 


sold 276,000,000.000 cu- 
bic feet of natural gas, 
4.5 per cent higher 
than the previous peak 
year of 1945, and 
served 554,902 domes- 
tic and industrial cus- 
tomers, 








transported 159,000,000 
barrels of crude oil by 
pipeline, an increase of 
10 per cent, and 7,844,- 
000 barrels of crude 
and finished products 
by tanker. Five new 
ships were added to the 
Cities Service fleet, and 
four old ones retired. 











marketed 2,500.000,000 
gallons of petroleum 
products, more than 
half of it gasolene, also 
148,000,000 gallons of 
natural gasolene and 
various liquid hydro- 
carbons and 3,000,000 
gallons of finished 
chemicals. Cities Serv- 
ice aviation products 
are used by 4 airlines 
and by 37 airports in 
11 states. 
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brought reduction of 
consolidated funded 
debt, notes payable and 
preferred stocks out- 
standing in the hands 
of the public to a 16- 
year total of $211,- 
600,000. 





BECAUSE OF THESE OPERATIONS, the Company is able 
to report that despite many interruptions caused by 
strikes and shortages in other industries, its net 
income on a consolidated basis was $27,253,000 in 
1946 as against $15,060,544 in 1945; net current 
assets up from $149,528,000 to $175,563,000 and 
cash and government securities 
$144,208,000 to $175,614,000. 


The management, employees and dealers rec- 


increased from 


ognize the source of their well-being — our 
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customers, who purchased a third of a billion 


dollars’ worth of our products and services during 


the year 1946. 


We appreciate this confidence and shall continue 


to carry on the policy of the founders—to be con- 


stantly on the alert to improve the quality of prod- 


ucts, and to service their use so that the customer 


will obtain better and better values from them. 


The growing acceptance by the public of our 
400 products attests the soundness of this policy. 


CITIES SERVICE COMPANY 


W. ALTON JONES, President 


1947 
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Sales MIDs 

focbusiness! 

MEYERCORD 
DECALS 





Decal store signs and valances spark 
impulse sales. . . make trucks ‘‘moving 
billboards.’’ Colorful! Easily-applied! 
A lasting, low-cost Meyercord A-I-D. 





ee 
dentify your products with Decal 
nameplates. Instructions, patent data, 
too. On any surface, in any size, colors, 
designs. Get durable, low-cost identi- 
fication with Meyercord Decal A-J-D! 


Pee . 





ecorate in spot designs with 
hand-painted effects, or in all-over 
plastic veneer finish . . . for eye-appeal 
that sells! Stock or exclusive designs. 
A wear-resistant, low cost Decal A-I-D! 
For details, write Meyercord, Dept. 3-5. 


rand Momor (ithagnsshicTechasral fran 
Te MEYERCORDZ. 
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PAPER MARKET 


(Continued from page 23) 


market borrowings but with a few ex- 
ceptions concerns in almost any line 
of business are welcome users of the 
open market. 


Co-operatives likewise are beginning | 


to finance more and more through the 
sale of commercial paper, although 
some have done so for many years. 
Processors, wholesalers, and retailers of 
food and textiles constitute somewhat 
over one-half of the number of open 
market borrowers for as long as records 
have been kept. Finance and personal 
loan companies have produced an im- 
portant portion of the volume; for sev- 
eral years before the war the directly 
placed paper of a few such companies 
constituted over half of the outstand- 
ing volume (see table, page 23). 

For the existence of any market, even 
as intangible a one as the commercial 
paper market, there must not only be a 
supplier but also a customer. In this 
case, of course, the buyers are predom- 
inately the banks, so it is essential to 


| ask whether they will be interested in 


purchasing open market notes. The 
first and most important selling point 
of commercial paper is the safety of the 
principal. Since as previously pointed 


| out, only top flight concerns are eligible 


under open market commercial paper 
standards the losses are logically very 
small. In 1930 the worst year during 
the two and one-half decades for which 
detailed records have been kept com- 
mercial paper losses amounted to ap- 
proximately two-tenths of one per cent 
of average monthly outstandings; dur- 


ing the ten years 1929 to 1938 losses | 
were equivalent to four one-hundredths | 


| of one per cent of average outstand- 
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ings.* Since 1936 there have been no 


open market losses and only three | 


embarrassments. 
By comparison, national bank net 


losses reached a high point during 1934 |’ 
amounting to 3.44 per cent of average | 
loans and discounts and for the same | 


ten year period of 1929 to 1938 losses 
equalled 1.54 per cent of the outstand- 
ing loans and discounts. A bank which 
had bought over $70,000,000 of com- 





* Volume has been computed from the monthly figures 
for outstandings released by the Federal Reserve Bank of 
New York and hence does not include the paper sold direct 
by the finance companies named in the accompanying table. 


60 May - 1947 











SALES PROMOTION CAMPAIGNS 
AND MERCHANDISING PLANS 


Top results produced over 25 years for manu- 
facturers, magazines newspapers and advertising 
agencies . on tee basis for specific 
campaigns or annua. retainer. Postwar scramble 
to re-establish brands demands the most expert 
ability to be had for creating your saies promotion 
material . ; and merchandising plans to 
secure maximum volume from market potentials, 


ROBT. E. JACKSON, SALES BUILDER 


6318 No. Whipple St., Chicago 45, Ill. 


FILE CADDY 


8, 








It’s efficient! 


Just right for keep- 
ing current corre- 
spondence, invoices, 
estimates; for sort- 
ing papers to be per- 
manently filed, 25 
steel-top, red fibre 
folders slide along 
side rails. 


$20-5° Higher 
west of 
Rockies and Canada, 
Lock $1.50 extra. See at 
Stores 
All steel, olive green finish. 


Equipped with cover and casters, 
27” high, 13144” wide, 18” deep. 
AMBERG FILE & INDEX CO. 
1614 Duane Blivd., Kankakee, Ill. 
Filing Supplies * Albums * Decorative Catalog Covers 


31,791 MANUFACTURERS 


DUN‘S REVIEW REACHES THE 
FRESIDENTS AND TOP EXECU- 
TIVES OF 31,791 MANUFACTURERS. 




















HOW TO LESSEN 
YOUR 
INVENTORY TROUBLES 


Perhaps you can do more than 
you are now doing to keep your 
inventory more nearly in bal- 
ance with your requirements. 


Unbalanced inventories slow 
up shipments, increase risk of 
loss through price declines, ob- 
solescence, shrinkage, and in- 
creased handling and storage 
costs and other wastes. 


“The BRC Plan of Inventory 
Control” is the title of a new 
pamphlet which analyzes the 
causes of inventory troubles, 
discusses ways of removing or 
lessening them and describes 
the latest and most nearly sci- 
entific inventory control sys- 
tem that has ever been devised 
and proved in practice. We 
will be glad to send you a copy 
with our compliments. There 
is no cost or obligation. 


BUSINESS RESEARCH 
CORPORATION 
Dept. 5DR, 79 West Monroe St. 
CHICAGO 3, ILLINOIS 














How you can do your 


ORDER WRITING 


or any other office paper work 


ON BLANK PAPER 


with Davidson Pre-printed 
Paper WEGese 


This is a Davidson Pre-Printed Paper Master. 
It is supplied to you pre-printed with any of 
your standard office forms such as production 
orders, inventory lists, tabulating machine 
reports, combination orders and invoices, ship- 
ping documents, or any of hundreds of similar 
forms. 


To issue multiple orders, merely type the in- 
formation directly on one of these Pre-printed 
Masters using a standard typewriter or other 
mechanical writing device. Signature can be 
added with pen or pencil if desired. 


Place the typed Master on your Davidson 
Dual Duplicator and, using blank paper, both 
the form and the filled-in matter are repro- 
duced simultaneously and in perfect register 

. . a8 Many copies as you need... and all 
with one writing. 








This is the Davidson Offset method . . . the 
method that gives you clear, distinct copies 
in black or any color you want .. . no fuzzy, 
indistinct characters . . . no broken lines. 
Each is a faithful reproduction of the original. 

Huge stocks of printed office forms are no 
longer necessary... just use blank paper...any 
color. And the process is exceedingly simple 
... fast... dependable. ..and very low in cost. 

Remember, the Davidson is a dual purpose 


Davidson Manufacturing Corporation 
1038-60 W. Adams Street, Chicago 7, Illinois 
Gentlemen: I would like to know more about how 


I can expedite office paper work with a Davidson 
Dual Duplicator and Davidson Paper Masters. 


duplicator . . . reproduces from offset plates 
as well as from type, electrotypes, and rubber 
plates. With it you can produce advertising 
literature in one or more colors, stationery, 
bulletins, envelopes, and dozens of other items 
.. . exceptionally high quality at low cost. 
And only a Davidson can give you ail this 
in one machine. 

The coupon will bring you full details .. ; 
no obligation. 


Davidson 


DUAL DUPLICATOR 


Davidson Sales and Service Agencies are 
located in principal cities of U. S., Canada, 


and foreign countries. 
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Do your 
@ problem 


Pith ce 


Bia Sorce 


Industrial 

engineers have found INTER- 
NATIONAL DUCT BOOSTERS, STACK 
FANS and BLOWERS to be the answer 
to effectively removing corrosive acid 
and high 
and dust-laden air from factories, 


temperature fumes, smoke 
chemical plants, etc. 

If you have a problem of forced draft 
or ventilation, send for descriptive liter- 
ature showing typ- 
ical installations in 
ships and industrial 
plants, apartment 
houses and public 
buildings. 


ASK FOR 
BULLETIN 


INTERNATIONAL ENGINEERING, INC. 


oF Wate), Peli ie) 


hosen by leaders 

of industry and 
finance for its 

incomparable 
hospitality 


HOTEL 


at 





ee 
FRANK E. WEAKLY, President 
WASHINGTON, D. C. 














| sions, funds provided by maturing open 
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mercial paper in 38 years, once com- 
mented that the additional return 
realized because open market notes are 
purchased at discount, rather than on 
an interest basis, had more than offset 
its commercial paper losses. This 
record of low losses means that the net 
return to banks on commercial paper 
is not as much less than the return on 
regular loans as would appear from a 
casual comparison of the rates. 


Sound as a Bank Asset 


The inherent soundness and liquidity 
of open market commercial paper make 
it an excellent reserve. Many bankers 
remember that during the worst days of 
the 1929 crash and subsequent depres- 


market notes helped numerous institu- 





tions over the hump. Looking back | 
further, the soundness of commercial 
paper as a bank asset was demonstrated 
during the panic of 1907 and during the 
period in 1914 when the New York 
Stock Exchange was closed. The li- 
quidity of commercial paper is accentu- 
ated by the ability of holders to 
rediscount it with the Federal Reserve 
Banks any time within go days of ma- 
turity. 

Furthermore, there is no fluctuation 
in principal as the notes mature at their 
face value. In this respect commercial 
paper has an advantage over Govern- 
ment obligations where the return to 
a liquidating holder can be sharply cut 
by a small loss in principal and the 
market for Government obligations is 
sensitive to many factors as was shown 





by the decline in prices following the 
mid-July rise in rates for security loans 
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| “Why didn’t you warn me you made a level 


stop?” 
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HEADQUARTERS 


- - - for executive, technical and sales 
personnel—at the central point of the 
nation’s industrial area. Let us send our 
booklet to your personnel department. 


WILSON EMPLOYMENT SERVICE, Inc. 
723 Union Commerce Building 
Cleveland, Ohio 














Plastic problems solved 





- CUSTOM FABRICATING . SPECIALISTS IN 


Plexiglas Lucite 
Acetate 






Bakelite 


aie 





For aircraft, electronics, auto, marine 
and all industrial uses. 
—*—— 
Advertising displays screened and 
engraved; display fixtures and boxes. 
Consult Without Obligation 


dura plastics, inc. 


1 west 34 street, new york 1, n. y. 


What company has 
the experience of 
decorating exec- 
utive offices for 
39 years? Answer 
FLINT & HORNER 


66 West 47th Street, N.Y. C. 
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ASSOCIATE) ENGINEER< IN 


MANA CEM EV. 0. 


JOSEPH Lewis 
PRESIDENT 


ENGINEERING * ARCHITECTURE 
ACCOUNTING * ORGANIZATION 
INCENTIVE COMPENSATION 
METHODS + COSTS 


230 EAST BERRY STREET 
FORT WAYNE 2, INDIANA 





with profit...or loss 





I may be a typewriter key, it may be a pencil point. But the UARCO FORMS Offer 
instant it touches your business form, right then you make your first : These Business 
contact with profit or loss. If the forms you use are properly designed 4 

— se Y’ leila 1 Advantages 
they eliminate re-writing, step up clerical production, speed trans- 1 
mission of information, and reduce errors to a minimum. | SPEED 2 t0 20 or more copies at 
Call in a UARCO Representative, and make sure your form system | one writing 


does all these jobs. It’s far easier to take advantage of his survey than 
to ask a busy executive to do it—no obligation whatever. UARCO 
INCORPORATED, Chicago, Cleveland, Oakland. Offices in All 
Principal Cities. 
EFFICIENCY Forms pre-assembled 
' _ to save time and bother 


ACCURACY Less re-writing, 
fewer mistakes 


For Justance. ¢ ¢ UARCO E-Z-Out forms are only one 
of many UARCO forms for efficiency. Carbons inserted and 
aligned, these forms may be used in typewriter or for hand-written 
records Over a dozen clear copies can be made by typewriter. 
For hand-written use, the following system is typica': Original 
copy used as author‘zation to fill order. Second copy filed in 
warehouse records. Third copy retained in office for checking and 
invoicing. Fourth copy used as delivery memo. Fifth copy ac- 
companies goods to be signed by customer and returned, Sixth 
copy filed in customer sales records. 


ECONOMY Clerical work re- 
duced, errors and delays min- 
imized 

DEPARTMENTAL COORDINATION 


All necessary forms from a 


sincle writing 





LARCO 


INCORPORATE O 





AUTOGRAPHIC REGISTERS SINGLE SET CONTINUOUS-STRIP FORMS 
AND REGISTER FORMS FORMS BUSINESS FORMS FOR TYPEWRITTEN AND BUSINESS MACHINE RECORDS 
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INDIA 


Wishes to represent 
U. S. Manufacturers of 
consumer goods, tex- 
tiles, radios, etc., in 
India. U. S. Buying 
Houses and commis- 
sion agents may send 
offers. 


UNIVERSAL TRADING 
& MFG. CO. 
QUADIAN (INDIA) 
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AH EAD $50 a month. in our ship- 
ping room,” say users of Marsh Stencil 
Machines, Brushes, Inks! Three sizes to 
meet Gov’t Spec., 1", 3/4”, 1/2”. Pin this to 
business letterhead for free sample stencil, 
shippers’ handbook, prices. 


MARSH STENCIL MACHINE CO. ¢ 
hi 










62 Marsh Building 
Belleville, Ill., U. S. A. 












TACKER 


pect profits—increased production— 
come from using right methods. HAN- 
SEN is the right tacking method. It elimi- 
nates tack-spitting, hand-pounding or fore- 
arm devices. Why? It’s faster, more 
efficient, more compact, does neater work. 


Drives T-head Tacks up to 2”—the 
only Tacker that does! Models for driving 


two-pointed Tackpoints up to 2”. Self- 
contained, ready for instant, continual 
action. 


It pays to use the right tacking, fasten- 
ing and assembling method. HANSEN is 
that method—as demonstrated 
in all types of industrial plants. 





FOLDER 


AVENUE 









5019 RAVENSWOOD 


A.L.HANSEN MFG. CO. ° 


CHICAGO 40 ILL 
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and call money. Moreover, the time 
when one bank needs funds may 
coincide with the time when other 
banks are liquidating holdings of Gov- 
ernment paper with the result that the 
market is depressed. 

As compared with other loans, open 
market commercial paper is easily and 
economically investigated. Credit in- 
formation is readily available from the 
note brokers, the borrowers’ deposi- 
tories, and agencies. Also, in purchas- 
ing commercial paper, a banker is not 
committed to renewing the loan and so 
can schedule purchases and maturities 
according to the need for funds in his 
locale. In addition, he is not swayed by 
personal contacts or the possibility of 
losing an account, but is free to use his 
own best judgment based strictly on 
the soundness of the note. 

Through the purchase of commercial 
paper, banks can diversify their loan 
portfolios both as to line of business and 
section of the country. A bank in the 
middle of the cotton and tobacco belt 
of the South can buy notes of a New 
England shoe manufacturer, a Mid- 
western packer, or a Pacific Coast 
wholesale grocer. Such diversification, 
of course, constitutes a form of protec- 
tion for banks against local slumps due 
to crop failures or over-production in 
any centralized line of business. Also, 
it tends to give banks a broader contact 
with the condition of the entire na- 
tional economy. 


Effect of Interest Rates 


Interest rates undoubtedly have a con- 
siderable effect on the volume of open 
market borrowings; it has been said 
that the commercial paper market will 
not revive to its former position until 
these rates are substantially higher. 
Two points should be noted: The first, 
obviously, is that interest rates will 
tend to rise as the money market 
tightens. A modest upward trend to- 
wards increased rates was reported by 
a spot check made by the Federal Re- 
serve Bank of New York during the 
second quarter of 1946. During July 
there were several public announce- 
ments of increases in rates for short- 
term borrowings and this was almost 
immediately reflected in the rates on 
commercial paper, which rose from % 
of 1 per cent per annum to % of 1 per 
cent on prime names. 
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NELLEN ROTTERDAM 


Machinery for the meatware industry, 


supplied by 
NGINEERING WORKS NELLEN 


Schietbaanstraat 7, Rotterdam, Holland 
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Supplies. 


ARGENTINA 
gencies accepted from manufacturers of Toys, 
ectric Articles for the Home and Radio 
Efficient sales organization through- 


out the Country. 


Maza 1869-71-73 


ACRAMA M. HASSEIN 
BUENOS AIRES 








U.S.A.’s LARGEST REPRODUCTION HOUSE 
WE MATCH YOUR ORIGINAL TO A “T” 


} Unsurpassed in ites 
ay at any Price * 


$55.00 per 1000 
POST CARDS or 4°x5's 
$22.00 per 1000 Lots | 20°x30° $2. 50 EA. 
24 HOUR SERVICE ON REQUEST 
t; Made in labs and studios of internationally- 
2 famous photographer, James J. une : 


arller 165 West 46th St. 


BRyant 9-1723 WY. 4 a 
VER WHAT WE ADVERTISE" 














A survey of YOUR testing procedures may be 
in order. It has helped improve products and 
cut costs for others. 


i 4 Yeussel (a 


CONSULTING ENGINEER 
188 WEST 4TH ST. NEW YORK 14, N. Y. 
CHelsea 2-4208 














MDSE. WANTED 


Overstock, Discontinued and Surplus. 
Quick action. No quantity too large 
Submit samples and quote lowest price 


M. H. JACOBS, Inc. 


Merchandise Mart Chicago 54, Ill. 











Glunbsan STRING TIES 


HOLD YOUR MONEY 


Cancelled checks, securi- 
ties ... string ties outlast 
rubber bands — on and off 
in a jiffy. String 25 inches 
long ... other lengths on 
special order. Samples on 
ST-72 





UNITED STATES ENVELOPE CO. 
SPRINGFIELD 2, MASSACHUSETTS 
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The undermentioned Trade Representatives and Traders in Holland are interested in establishing business relations WITH 


YOU. Direct all correspondence to these concerns at addresses given. 


This is a paid advertisement. 





ALHAMEX, Berkenrodenlaan 20, Amsterdam, Zuid II. Cable: Alhamex, 
Amsterdam. Minerals, metals, chemicals, residues, semi-finished 
products. 
N. V. BICKER & v. d. ROER, Sarpahatikade 4, Amsterdam. Importers 
and exporters of technical and chemical products. 
BOOM-RUYGROK LTD., Printers and publishers, Harlem, Holland. 
Make first-class printing works, also for export, are at the same time 
jublishers of many trade journals a.o. De Auto; Vliegwereld ; Week- 
lad Voor ac Vakgroep Smederij; Texrtiel € Mode; Elegance (for the 
modern woman); Figa (cosmetic) ; Bloembollencultuur. Advertising 
rates are sent on application. 
VAN DEN BOS HANDELSCOMPAGNIE, 105, Parkstreet, The Hague 
(Holland). Export department offers foodstuffs and all special Dutch 
products. Import department asks for sole agencies foodstuffs. 
N. V. BOTEMIJ, Weteringschaus 83, Amsterdam. Cable Botemy Am- 
sterdam. Manufacturer of the “Ever Yours” beauty products and Jeune 
Fille beauty products for girls. Specialized for export to all countries 
of the world. Sole agents wanted. 
C. VAN DER BURG & ZONEN, Vlaardingen. Exporters of selected 
Dutch herrings all over the world. Agents wanted. Manufacturers of 
wooden barrels of any capacity and also of staves, headings and hoops. 
“CHEMPHAR" CHEMISCH PHARMACEUTISCHE HANDEL MY., 
N. V . 228 Keizersgracht, P. O. Box 657, Amsterdam-C. Importers and 
arene Representatives of chemical and pharmaceutical prod- 
ucts. 
CUPROFLEX N. V., P. O. Box 931, Amsterdam. Metal and wooden 
lighting fixtures, electrical apparatus and material, parchment and 
bladder lampshades. 
N. V. DAARNHOUWER & CO’S HANDELMAATSCHAPPIJ, Heeren- 
gracht 223-225, Amsterdam. General exporters to all parts of the 
world. New connections solicited. 
JAN DON & CO., Viaardingen. 
Holland herrings. 
H. p—EN DONKER, P. O. Box 274, Rotterdam. We want agency in raw 
and manufactured chemicals, also in gums. wax, rosins, ete. 
DONOR TRADING COMP., P. O. Box 3001, ROTTERDAM. Importers 
of shooting, camping and sporting articles, gloves and leatherware, 
cutlery, toys, await offers from manufacturers. 
J. C. VAN DORP & ZONEN, Vlaardingen, Holland. Cables: Vandorp 
poheemgaecirn Vlaardingen. Exporters of Holland-Herring since 1891. 
Agents wanted. 


Cable address: Jadoco. Selected 


JAC. DEN DULK & ZONEN (Est. 1871), Scheveningen. Cable 
address : “Visch.”” Salt and smoked herrings. Finest quality. 
ECONOMISCH ADVIBSBUREAU. F. HALVERSTAD, HEEREN- 


GRACHT 568, AMSTERDAM-C. CABLE ADDRESS: ECONABURO. 
INTERMEDIARY FOR GENERAL IMPORT AND EXPORT. SPE- 
CIALIZED FOR COMPENSATION TRANSACTIONS. 

ADRIANUS VAN DEN EELAART, Schiedam (Holland), Korte Haven 
25-29. Distillers and liqueur manufacturers since 1697. Where not 
represented importers and agents demanded. 

“EUROPE” Intern. Manufacturing and Trading Cy. Ltd., Amsterdam, 
Keizersgracht 285-287. Cable: Admistra Amsterdam. Manufacturers 
of hardware and costume dolls. Exporters of Dutch cigars and tobacco, 
genever and liquors, textiles and dyestuffs. Importers and agents 
demanded. 

FORUM-BANK., N. V., Amsterdam, Heerengracht 444. Merchant 
bankers, members of the Amsterdam Stock Exchange. 

DE GROOT, Potterstraat 4, Utrecht (Holland). Import and export 
of ladies’ novelties. 

HANDELSONDERNEMING BLIJDENSTEYN N.V. SINGEL 393, 
Amsterdam (Holland). Importers and agents in textiles, novelties, 
special piece goods, stockings, socks, underwear, shawls, baby goods, 
tablecovers, bathing goods, ladies’ and children’s dresses. 

G. HOOGERWERE, Vlaardingen (Ilolland). Cable address: Egooh. 
Salt herrings. Export to all countries since 1869. 

E. HUNEUS, Baarn (Holland). Representative for Holland of Fran- 
color, Paris, and Etablissement Kuhlmann, Faris (organic products). 
N. V. IMPRIMEX INDUSTRIE- Producten Im- en Export, Amsterdam, 
Heerengracht 554a. Manufacturers representatives, importers and 
exporters of iron- metal- and woodworking machines, technical goods, 
iron- and metal semi-products. 

INKU. Heerengracht 503, Amsterdam. Manufacturer's agents. Export 
from Holland: Roofing of bituminized felt, paints and varnishes, 
phenolic glue. Affiliate: P. J. Veelo, exporters cigars, liquors, ete. 
INTERNATIONALE HANDELSVEREENIGING, Amsterdam (Hol- 
land). Keizersgracht 431. Textiles of every description. Export. 
KAHA., N.V. BUTTON WORKS. HEERENGRACHT 20, AMSTERDAM. 
BUTTONS AND BUCKLES. 

KENNEMER HANDELSVENNOOTSCHAP SOOMERS & DE JONGRE. 


Nwe. Keizersgracht 58, Amsterdam. Soap, cosmetics, perfumery, 


toilet arvicies, etc. 
KOELRAD N. V., Gravenstraat 22, Amsterdam, Holland. Old 
established firm in Holland, interested in domestic and commercial 
machinery, refrigeration, washing machines, radio sets, records, etc. 
C. KORNAAT’S HANDELMAATSCHAPPIJ,. Established 1775, 
Vlaardingen, (Holland). Export of salted and smoked herrings. 
MELCHERS & SANDBERGEN, AND FRANS VAN MIERRISSTRAAT 
99, Amsterdam (Holland). Cable address: Mesametaal. Importers 
and exporters non-ferro scrap metals, residues, ores, chemicals and 
allied products. 

MERREM & LA PORTE, N. V., Amsterdam. Technical office since 
1870. General importers and exporters. Iron and steel, non- 
ferrous metals, technical goods. 

MICHEL’ WASFIGUREN EN INSTALLATIE MAGAZIJNEN, 
Huidekoperstraat 25-27. Amsterdam (Holland). Manufacturers and 
exporters of high class display mannequins in hardened composition 
with inserted natural hair. 

For publicity in Holiand, three leading magazines: 

“Moeder & Kind”—“Victorie”—“Film & Theater.” Publ. Cy. “De Inter- 
nationale Pers.” Heerengracht 545-549, Amsterdam-C. 

DE MUINCK & CO'’S. Handelmaatschappij, Amsterdam, Kloveniers- 
burgwal 47. Cable: Muncomij. General exporters and importers. 
V. S. OHMSTEDE, Paulus Potterstraat, Amsterdam. Importers of 
tool-machinery seeks agencies for lathes, milling-machines, shapers. 
automatic lathes, grinders. Buying on own account, exhibiting 
national Dutch fair March 1947. 

“PENTO”’ COSMETIC, Gieterstraat 5-7, Amsterdam-C. Cable 
address: Pento, Manufacturers of all kinds of cosmetic coma i.e. : 
Toothpaste, shaving cream, powders, creams, lipsticks, lotions, 
brilliantine, haircream, shampoos. 

VAN PERLSTEIN & ROEPER BOSCH, LTD., Heerengracht 440, 
Amsterdam, established 1873. Importers and representatives textiles 
every description, hardware, kitchenware, fancy goods, toilets, cosmetics, 
electric articles, tools, leather, crockery, glassware, plastics, furnish- 
ing lines, toys. 

W. A. PESCH JR.. Keileweg 22, Rotterdam. Importers of fish meal, 
meat meal, vitamin oils, brewers’ yeast, alfalfa, rice bran, pollards, 
cereals and by-products. 

<.. F. PETERS—CHEM. & PHARM. PRODUCTEN, Amsterdam. 
Cable address: Anorga. Are open for suitable products—as manu- 
facturers’ representatives—in the following lines: Chemicals (for 
technical use), plasticizers, solvents, etc. 

J. POLAK’S ENGROSHANDEL, Kloveniersburgwal 19, Amsterdam. 
—-_ of woolens, silks, shawls, novelties, ladies’ and children’s 
resses. 

RENO HANDELMAATSCHAPPIJ N. V. (Reo Trading Co. Ltd.), 
Amsterdam, 33 Weteringschans. Importers of medical and surgical 
goods of all descriptions, electromedical and X-ray apparatus, glass 
joan and laboratory glassware. Invites offers from U. S. A. and 

‘anada. 
ROOS’' TEXTILE IMPORT, O. Z. Acterburgwal 98. Amsterdam. 
Desire to represent manufacturers. Special sales organization equipped 
to handle rugs, carpets, lace curtains, underwear, hosiery, cotton 
niece goods, haberdashery. 

UBBERFABRIEK GLAZENER, Harderwijk (Holland). Manufac- 
turers of dipped goods. Specialties surgical and pharmaceutical 
rubber articles. 

DR. E. J. SWAAB’S VEREENIGDE FABRIEKEN, Groenburgwal 39-43. 
Amsterdam. Manufacturers of all cosmetic articles as well as parfums 
and lotions. French style, delivery exclusively for export, in bulk 
ay designed for packers. 

» & L. pe SWAAN, Wittenburgergracht 1-3, Amsterdam. Cable 
address: Swanex. General importers and exporters for the U.S.A. 
and Mexico. We are interested in new connections. 

TECHNISCHE HANDELSONDERNEMING E.T.A.H., A. RUTTEN: 
Bachstraat 17, Amsterdam (Holland). Want to represent or have sole 
selling rights for Holland in the line of electrical and radio equipment. 
TRANSANDINE HANDEL MAATSCHAPPY, Amsterdam Heerengracht 
106. Cable address: ‘Habilitas." Merchant bankers, members of the 
Amsterdam Stock Exchange. 

WALDORP RADIO LTD. Import Department, The Hague, Holland. 
Wish to get in touch with manufacturers of machines and apparatus for 
domestic purposes. 

. F. WILL & CO., Amsterdam. Cable address: Willchemie. Estab- 
lished 1924. Chemicals, solvents, plasticizers, pharmaceuticals. 
(Sister ‘company in Brussels.) 
VAN DER WOUDE & FABISCH. Amsterdam, Rokin 30. Exporters 
of rails, tipping wagons, sugar cane and sisal cars, locomotives, electric 
and diesel motors, steel sheets and all raw material made of iron and 
steel, tugs, paints and enamels, etc. 

















HANDEL-MAATSCHAPPI] 


H. ALBERT DE BARY C9. n.v. 
MERCHANT-BANKERS 





AUTHORIZED FOREIGN 
EXCHANGE BANK 


COMPLETE 
BANKING SERVICE 


IN CONNECTION WITH IMPORT 
AND EXPORT TRANSACTIONS 











CAPITAL AND RESERVES FL. 221% MILLIONS 
AMSTERDAM, HOLLAND -* HEERENGRACHT 450 








VICTORIA 
AMSTERDAM (HOLLAND) 
FAMOUS FOR FRIENDLINESS 
You guessed it! “AL” means— 
‘‘Amsterdam’s Largest’’ 


RESTAURANT OF NATIONAL DISTINCTION 
AMERICAN BAR 


 LOBO & WUNBERGEN | 


| Incorporating J. van Breukelen 


Cables: LOWYCO 2 Tulpstroat 
| (opp. Amstel Hotel) 


AMSTERDAM, HOLLAND 


Import-agents (since 1927) solely 
American and British firms, auto- 
motive and connected fields, inter- 
ested extending connections N. W. 
European and corresponding Co- 
lonial Territories, also other fields. 
Large import and export experi- 
ence and especially directed activi- 
ty provides for solving many a 
‘‘RECONVERSION AND 
GUIDED ECONOMY” problem. 


OTEL 
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Send for this book today 













“A Better Way to Finance Your 
Business’’ explains a financing plan 
every executive should know about... 
gives dollars and cents comparison 
of the low cost of money under our 
Commercial Financing Plan vs. time 


loans . . . shows how our plan frees 


you from worries about renewals, calls 
and periodic clean-ups of loans. 


"Can Get Thousamls 
or Millions Quickly 


FOR WORKING CAPITAL OR ANY SOUND 
BUSINESS MOVE...Whether your business needs 
thousands or millions, you will find that our 
Commercial Financing Plan gives you more 
money, is more flexible, more liberal, more 
conducive to progress and profit. That’s why 
manufacturers and wholesalers have used it toa 
total of more than One Billion Dollars in the 
past five years . . . and why more than twice as 
many business firms adopted it in 1946 as did in 
1945. Send today for our book, “‘A Better Way 
to Finance Your Business.’’ Learn how little 
money costs, how much more you can get and 
how long you can use it. No obligation. Write 
or phone the nearest office below. 


COMMERCIAL FINANCING DIVISION OFFICES: 
Baltimore, New York, Chicago, Los Angeles, San Francisco, Portland, Ore. 


COMMERCIAL CREDIT 
fees Vw 


d Surplus $80,000,000 


Capital an 
, oy 


BALTIMOR 





FINANCING OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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strengthening occurred during the Fall 
so that by year end the quoted rate was 
I per cent. 

On the other hand, there is a strong 
influence against any marked strength- 
ening of interest rates because of the 
effect on Federal debt carrying charges. 
Secondly, there is the historical fact that 
during the period from 1933 to 1937, 
when the easy money policies of the 
Government were reflected in substan- 
tial reductions in interest rates, includ- 
ing rates on open market commercial 
paper, the volume of outstanding com- 
mercial paper increased steadily. 

The conclusion from the evident 
facts is that the outlook for the increased 
short-term borrowings through the 
medium of the commercial paper open 
market is propitious. The institution 
of the open market arose in answer to 
a need for a free credit market in which 
supply and demand would be the de- 
termining influence. It has proven its 
usefulness and its vitality over many 
years. It offers continuing benefits to 
both borrowers and lenders. 


TAXATION 


(Continued from page 17) 


current fiscal year ending next June 30. 

Total receipts would be reduced sub- 
stantially with no clear idea at this stage 
as to what our foreign commitments 
and domestic expenditures would be 
during the fiscal year 1947-1948. This 
bizarre program has not lacked plenty 
of advocates, but what business execu- 
tive would apply similar reasoning to 
his own business? If there were some 
doubt as to levels of income and ex- 
penses of a business enterprise, espe- 
cially after deficits of sixteen years, 
every possible effort would be made to 
protect a margin when black ink finally 
might be used instead of red. 

In the original budget for 1946-1947 a 
deficit of $3.6 billion was forecast. By 
January 1947 the estimated deficit had 
been reduced to $2.3 billion. Recent 
Treasury statements indicate a surplus 
over receipts running around $3 billion. 
It seems to be the opinion of experts 
that the current fiscal year will end 
on June 30 with a surplus, but certain 





What’s wrong? Just about every- 
thing—feet, back, head, arms, 
wrists. First rule of correct typ- 
ing: cultivate good posture—a 
must if you wish to avoid strain. 





At the end of a line, don’t Jean, 
don’t “follow through” as you 
return the carriage. The left 
hand is the busier, and you need 
it back on the keyboard fast! 


>) oe are amazed when they follow out 
Mr. Saksvig’s simple suggestions. Speed goes 
up, errors and fatigue go down. 

We're glad to publish these helpful hints 
as a service to Smith-Corona users . 
easiest way to sell Smith-Coronas is to show 
buyers what they can get out of these beautifully- 


engineered machines. 


SMITH-CORONA 


“You can type 10 to 15 words a minute faster!” 


by NORMAN SAKSVIG 


Authority on correct typing technique shows how the average typist 


can increase her speed and lessen fatigue. Over 200,000 secretaries have 


witnessed his amazing demonstrations of typing! 








> 


Notice above how the middle 
finger reachesthetop bankeasily 
while other fingers remain on 
the guide keys. Keep hands 
down—and watch speed go up! 


Saksvig calls this “arm action’ 
—raising hand entirely from 
keyboard to strike keys. Need- 
less effort, and it slows down 
your speed and increases errors. 


See the difference? Feet flat and 
firm, one advanced slightly for 
body balance; back well sup- 
ported, head erect, arms and 
wrists relaxed. Makethisa habit. 


ONE HAND... 


ONE SECOND! Sa 


| 


g AUTOMATIC MARGIN SET... A SMITH-CORONA “EXCLUSIVE” 


We photographed a light on Saksvig’s finger, and timed him with 
a stop-watch Note use of one hand only to position carriage and 
set both left and right margins. Time . . . one second! Figure that 
saving in a day’s typing! 


Start the carriage with a quick 
firm throw, drop lever before 
it’s half way across, let momen- 
tum do the rest with almost no 
break in your typing rhythm. 








. . for the 


OFFICE TYPEWRITERS 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y 


Makers also of famous Smith-Corona Portable Typewriters, Adding 
Machines, Vivid Duplicators and Typebar Brand Ribbons and Carbons 
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An expert at fielding peanuts, 
Johnny misses only one out of five 
...his errors keep Fido supplied 
with hors d’oeuvres...and nobody 
loses. But the producer of peanuts, 
unlike the consumer, can’t afford 
to make errors or lose time in his 
accounting for goobers .. . because 
profits depend on comprehensive, 
up-to-the-minute production data, 
intelligibly assembled. 

The Tom Huston Peanut Co. of 
Columbus, Ga., maker of Tom’s 
Toasted Peanuts, uses fact-finding 
McBee Keysort for first-thing-in- 
the-morning reports on yesterday’s 
production and payroll facts. The 
results: Production always knows 
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- Iwo Ways to Tally 
% Tom’s Toasted Peanuts 


what to make and when to make 
it; Sales knows what to sell and 
what will ship; Payroll knows whom 
to pay and how much. 

‘Counting peanuts” the McBee 
Keysort way saves time and money, 
eliminates guesswork in planning. 
The Tom Huston Peanut Company 
knows where it’s going because it 
knows where it’s been. 


Economical, easy to install and 
operate, fact-finding McBeemethods 
speed and simplify every business 
routine. If you want more business 
facts, in more usable form... and 
want them faster... get in touch 
with the nearest McBee man. 


THE McBEE COMPANY 


SOLE MANUFACTURERS OF KEYSORT 
295 Madison Avenue, New York 17, N. Y... Offices in principal cities 
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extraordinary expenses to be incurred 
in this fourth quarter raise some ques- 
tion as to the final result. Any excess 
of income over expenditures will pro- 
vide the first surplus in seventeen long 
years, since 1930 when Herbert Hoover 


| was in the White House. From 1930 


‘to 1947, the debt has increased sixteen 
fold, from $16.1 billion to $258 billion, 
no mean feat without the use of magic. 


Balance Budget, Reduce Debt 


After seventeen years there seems to 
be a growing realization that a balanced 
budget and public debt reduction are of 
some importance before material per- 


sonal income tax reduction. Fortu- 


| nately for our own national good, we've 


lost that sophism of the New Deal, “We 
owe it to ourselves.” Somehow or other 


that adage seemed to lose its potency 
' as an economic easement for tax in- 








creases during the war years. The 
steady increase in personal income tax 
rates was a greater reality to the indi- 
vidual than the misty idea that the in- 
creases made no difference! 

Hamilton forecast the difficulty of 
raising funds by taxation to reduce the 
debt, but there seems to be a growing 
conviction among our legislators and 
taxpayers that relatively heavy taxation 
until the immediate future is more 
clearly seen is less onerous than con- 
tinued inflation in living costs which 
originally stemmed partly from deficit 
financing and the inflation of bank 
credit by forcing $97 billion of Federal 
securities into the banking system. A 
program of positive debt reduction on 
a large scale, as the most important fea- 














JONES & Co. 

















“Suppose we start with your retirement p an 
ere.” 





ture of Federal taxation and monetary 
policy, would lend hope and confidence 
to all classes of the population. 
Roswell Magill of Columbia Uni- 
versity and John W. Hanes, both former 
Under-Secretaries of the Treasury, have 
supported an across-the-board personal 
income tax cut of 20 per cent on the 
basis that such a program was necessary | 
to preserve free enterprise and high pro- 
ductivity in industry. The theory be- 
hind this view rests on the idea that 
reduced tax rates for wealthy indi- 
viduals would remove the barriers to 
incentives for investments by those who 
really have the funds to invest. There 
is cogency to this reasoning. The other 
side of the picture, however, is stressed 
by the fact (a) that wealthy individuals 
now are taxed a maximum of 25 per 
cent on capital gains and not at pro- 
gressive personal income tax rates, and 
(b) if funds are used largely to reduce 
the Federal debt, those funds then get 
into the pockets of securities holders, 
individual or corporate, and would at 
least partly be used for re-investment 





purposes. 


Tax Legislation Objectives 2a = 
PORTABLE, BENCH and FLO “>, bc 
There are plenty of reasons why taxes SCALES—Widely used for weight-and- = ae 


should be reduced and little or no re- cost-control in modern plants. 
duction made in the Federal debt at this 
time. Hamilton forecast them in his 
many state papers over and over again. 
There were plenty of reasons why we 
should not have resumed the payment 
of gold in 1879. There were sound rea- 
sons in 1789 why plans should be made 
to reduce the Federal debt and there 






were sound reasons in 1879 to resume core Gikvcaten jo ie ree 
payment in specie. It took the will to weigh saves time in packing, filling, Scales can help/you prevent waste 
do it. It took action which cut through creck weighiog. of time and faterials . .. improve 
the red-tape of continued debate and ain; ‘eo tO mk product -quali - +» increase -, 

; ; duction... aad reduce your costs! 


pressure politics. 

In the light of the variety of conflict- 
ing opinions, the following four basic 
objectives, listed in the order of their 
importance, would seem to be the ele- 
ments of sound business policy for 
consideration in determining taxation : . ; 

measuring, batching or testing. 


. . . . ‘ i 
legislation at this time: COUNTING SCALES—These Toledo Look to Toledo! Toledo Scale 


1. That Federal personal income tax pr small parts rapidly and ac- Company, Toledo 12, Ohio. 
curately, 


legislation be made to apply from June 
30 to June 30 to coincide with the fiscal 
year of the Federal Government, and 
accordingly that no legislation whatso- 
ever be enacted \at this time, retroactive 
to last January 1. 
2. That every possible cent be saved pa EADQUARTERS FOR SCALES 
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To do this—you need accurate 
weight-control every step of the 
way! Toledo has the broad en- 

_ gineering experience and the 
world’s most complete line of 
scales to fit your requirements 
.+.in weighing, counting, force- 
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Send today for FREE book 


on “Credit Loss Control’’ 


LOOK AT YOUR STATEMENT. What will happen to your re- 
ceivables ... if business failures and credit losses continue to climb? 
Since V-J Day credit losses have climbed rapidly . . . following the 
same basic pattern that appeared after World War I. And in that 
period of readjustment, current liabilities of failures jumped to 
553% of the 1919 total in just two years! No one knows how far 
the present trend will go... but you can be certain that you will 
not suffer from credit worries or loss, if you have American Credit 
Insurance. 

Manufacturers and wholesalers in over 150 lines of business carry 
American Credit Insurance .. which GUARANTEES PAYMENT 
of your accounts receivable for goods shipped . . . pays you when 
your customers can’t. 

“Credit Loss Control” . . . a timely book for executives . . . may 
mean the difference between profit and loss for your business . . . in 
the months and years of uncertainty and change that lie ahead. 
This book charts the rise in business failures after World War I 
. . . presents actual credit history and credit loss cases . . . and 
shows how you can safeguard your accounts receivable and your 
profits. For a free copy, address American Credit Indemnity 
Company of New York, Dept. 50, Baltimore 2, Maryland. 
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CITIES OF UNITED STATES AND CANADA 
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in the operations of the manifold de- 
partments, divisions, bureaus, agencies, 
and corporations of the Federal Gov- 
ernment. Here is the place for heroic 
but calmly considered decisions of 
statesmen-like proportions in both 
the House of Representatives and the 
Senate. 

3. That the Federal debt be reduced 
at the rate of at least $5 billions yearly. 

4. That the over-all average reduc- 
tions in personal income tax rates for 
the fiscal year 1947-1948 range between 
5 and 10 per cent, and that the reduc- 
tion in 1948-1949 be based on the size of 
the surplus in 1947-1948 with an antici- 
pated surplus of $5 billion for continued 
debt reduction. In any such legislation, 
consideration should be given to the 
equalization of taxes to be paid by in- 
dividuals with the same exemptions 
and the same incomes throughout the 
country, by enacting provisions which 
would be uniform with those of the ex- 


| isting nine community property states. 





Deficit Spending 


During the past fifteen years, millions 
of words have been written about def- 
icit spending. The foremost advocates 
Lord Keynes in Britain, Alvin Han- 
sen, and Stuart Chase in the United 


| States for the economist and the popu- 


lar reader, soften their case by empha- 
sizing the fact that at the top of the 
cycle, when business is good, the na- 
tional debt would be reduced substan- 
tially. In a depression the debt would 
increase, but over the years, good and 
poor, there would probably be a fairly 











“Well, I guess that settles whether the window 
stays open in 201.” 

















THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office + 55 WALL STREET : New York 





Condensed Statement of Condition as of March 31, 1947 


Including Domestic and Foreign Branches But Not Including The Affiliated City Bank Farmers Trust Company 

















ASSETS 
Cash and Due from Banks and Bankers....... $1,255,170,219 
United States Government Obligations (Direct 

or Fully Guaranteed)... . 2.6 ccs cecccses 2,127,347,620 
Obligations of Other Federal Agencies........ 28,904,830 
State and Municipal Securities.............. 199,859,550 
Gitee Seatietttese. 66s c ytd ei ekg occ sid wie aye leretene 101,058,083 
Loans, Discounts, and Bankers’ Acceptances... 1,093,559,848 
Real Estate Loans and Securities........... 3,137,041 
Customers’ Liability for Acceptances......... 17,538,998 
Stock in Federal Reserve Bank............ 6,900,000 
Ownership of International Banking Corpora- 

MCB yy 5 ys si ee ee verte ore nenaeas 7,000,000 
RCaW ae Be BOURNE he ec) oe tne or or cy ec mio eosin eats 29,094,212 
ie ee rea ae habe RE RS 4,167,290 

NT ee a ee a $4,873,737,691 
LIABILITIES 
EO eee ee TE PEO eT Te on .. $4,544,599,922 
(Includes United States War 
Loan Deposit $79,954,394) 
Liability on Acceptances and Bills. .$26,794,848 
Less: Own Acceptances in Port- 
ei c ead ag eee Soke 6,081,529 20,713,319 
Items in Transit with Branches............ we 3,303,569 
Reserves for: 
Unearned Discount and Other Unearned 
BUICCN Os oe eke eh ret ol te ere Bist bree ae 4,438,100 

Interest, Taxes, Other Accrued Expenses, etc. 34,434,023 

Ba 5 | ee De ee eee eee mene ra. 2,325,000 
Capital :.:....... sve te os 89) 900j,000 
SURE RENE ee 2s wi Sars onic «sx 3s oe 
Undivided Profits. .. 22.0.6... .+«- 33,923,758 263,923,758 

S00 0) Ce eR PETE Yate $4,873,737,691 








Figures of Foreign Branches are included as of March 25, 1947, except 
those of the Dairen Branch which are prior to the outbreak of the War, 
but less reserves. 


$360,512,637 of United States Government Obligations and $2,568,793 of 
other assets are deposited to secure $287,554,445 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 


(dn Dollars Only—Cents Omitted ) 
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YOU | 
go along with 
your mail! 





L—N— Yes, you go along with your 
mail, Your signature, your thoughts and 
the paper — all three — represent you. 
Make certain that the message backed by 
your signature is conveyed on the finest 
paper. For, like a well-designed package 
inviting reception to its contents, fine 
letterhead paper creates a wholesome re- 
ception . . . enhancing whatever you have 
to say, reflecting your good taste. Hold 
the letters that you sign to the light. See 
if the watermark says “‘all three’’ as por- 
trayed below—that’s Fox River’s quality 
guarantee for the finest in letterhead 
paper. Ask your printer about Fox River’s 
cotton fibre paper for every business need. 
Fox RIVER PAPER CORPORATION, 402-E 
South Appleton Street, Appleton, Wis. 
Bond, Ledger and Onion Skin Papers 


comenney 


OUR WATERMARK 
is your quality guarantee 






Look through 
the paper... 
see all three! 





COTTON FIBRE 


25 - 50 - 75 or 100% 


COTTON FIBRE CONTENT 
MADE “by FOX RIVER” 
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even balance provided there was sufh- 
cient understanding to raise adequate 
revenue in times of full employment 
and high business activity. 

If we are not in the top segment of 
a business cycle today, we never shall 
be. Now is the time to make hay while 
the sun shines. Sound reasoning and 
keen business judgment would dictate 
the desirability of making the greatest 
inroad on that tremendous Federal debt 
in the next few years that we have ever 
made. That objective should be not a 
yearly token reduction of $1 billion or 
$2 billion, but $5 billion every twelve 
months, beginning with July 1, next— 
$25 billion in the next five years. 
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CANADIAN BANKING 


tHe Bank of 


Nova Scotia 
49 Wall St., New York 


General Office : 
TORONTO, Canada 


Over 265 branches 
across Canada; And in 
Newfoundland, 
Jamaica, Cuba, Puerto 
Rico, Dominican Re- 
public, London, 
England. 





31,791 MANUFACTURERS 


DUN’S REVIEW REACHES 


THE PRESIDENTS AND 
TOP EXECUTIVES OF 
31,791 MANUFACTURERS. 














ARGENTINA 
Ne are interested in acting as sole represen- 
tatives of manufacturers of electric fittings and 
appliances, building materials and kindred lines. 
Apply to 
AGUIRREBARRENA, REBELLA 
Calle Bartolome Mitre 2334 


& AGUIRRE 


Buenos Aires 





\ 


THE POLARIS COMPANY 


IMPORT & EXPORT REPRESENTATIVES 


Combination Export Management 


Electric Motors * All Types of Machinery 
Appliances * General Merchandise * Novelties 


INQUIRIES INVITED 


619 Perry Bldg. - 1530 Chestnut St. 
Philadelphia 2, Pa., U. S. A. + Cable: SILARO 








Argentina 


Well-organized firm of Sales Agents and Promoters 
is desirous of making connections, on an exclusive 
basis, with foreign manufacturers and merchants for 
the sale of their products in this market. APPLY TO 


ARDOHAIN & DE LA LASTRA 
Av. Roque Saenz Pena 1119, 6° Piso, Escritorio 604 
BUENOS AIRES 
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ELIMINATE YOUR TICKET PROBLEMS 
Air - Rail - 


Our Commercial Department, backed by over ten years of specialized 
experience in furnishing air, rail and steamship tickets for business 
firms and individual business travelers, will accept new accounts from 
responsible firms and individuals. 


Tickets can be ordered by phone and delivered by our special service. 
For further information, contact 


LARKIN TRAVEL SERVICE 
367 Lexington Ave. (41st) MU 5-5910 New York 17, N. Y. 


Steamship 

















“Doc” Hetz “The Factory Mortician” Says:— 


“Next time you observe a ‘seeing eye’ dog pilot his master thru 
traffic, give a thought to the parallel assistance a friendly, experienced, 
and responsible liquidator can be when you are faced with an industrial 
liquidating program. It’s the one subject on which you can’t afford 
to acquire experience the hard way. It might pay you to be better 
acquainted with us. We'll try to merit your friendship. Thanks.” 


HETZ CONSTRUCTION CO. ., 2425 w. Market St., Warren, Ohio 


The best name in industrial reclamation—Purchasers of Buildings, Land, Equip- 
ment, Materials, Intangibles, Milltowns, etc. 


AUCTIONEERS—APPRAISERS—LIQUIDATORS 


The Emblem of Service 
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wHen IN SCOUUthern California... 


RENT-A-CAR 





WRITE OR WIRE TIME OF ARRIVAL 


CALIFORNIA RENT CAR 


$07 SOUTH FLOWER STREET 
LOS ANGELES 13, CALIFORNIA 
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BUSINESS IN MOTION 





Oe CoLbeageed on tll initia Pcie: aiecd 


Nearly a year ago a Revere advertise- 
ment dramatized the remarkable light- 
-ness of truck bodies made of magne- 
sium alloys by use of a whimsical 
illustration of a husky chap lifting the 
rear of a truck while another changed 
a tire. We at Revere and many other 
people were amused by what every- 
body thought was an amusing, but 
impossibly exaggerated drawing. 


However, it was not so exaggerated 
as we thought. Recently a company 
making truck bodies of Revere mag- 
nesium reported an accident to a truck 
operated by one of its customers. This 


“After one week of service in this 
condition, the body was returned to 
our factory for repairs. Total repair 


charges were only seven dollars. 


“We feel that this example of rugged 
construction of magnesium bodies and 
their ability to take severe punishment 
would be of interest to you.” 


Revere is indeed interested in this 
new proof of magnesium’s strength, 
but I find still more significant the 
fact that five men were able to right 
that truck. Evidently our whimsical 
drawing was not so 





is what happened, in 
the words of the 
body-builder’s 
letter: 


“The truck, fully 
loaded with bread, 
was hit by another 
vehicle and knocked 
down a ten-foot em- 








impossible as we 
thought. Here is a 
case in which imagi- 
nation came close to 
prediction. 


Imagination is 
precious. As this in- 
cident illustrates, 








bankment.The truck 
turned over on its side prior to hitting 
the bottom of the embankment. 


“Five men righted the fully-loaded 
truck without using any mechanical 
devices or levers. Examination of the 
truck after it was righted revealed 
only very minor damage to the body 
structure. The principal damage was 
scraping of paint and one partially 
dented side door panel. The truck was 
returned to service immediately, with- 
out repairs. 


the “wild” idea of 
today may turn into an advantageous 
reality tomorrow. Revere has no mo- 
nopoly on imagination; every worth- 
while company uses it to think of new 
ways to do old things, or new things 
to do. So I suggest that no matter what 
you make, nor from whom you buy 
materials and parts, you keep an open 
mind toward suppliers, salesmen, in- 
ventors, and your own employees. A 
good idea can come from almost any 
source, and may make possible better 
products at lower costs. 


ae ti eur Db: a 
clr 


Chairman of the Board 


REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 

Executive Offices: 

230 Park Avenue, New York 17, N. Y. 
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FIAGSEIN, ACHAMA My. 0<.6.::0-ebac0ceoeune 


Hetz Construction Co, 
Meck & Thongs, (RCs. 6.0 ses 00bees ae 


POEL AND U CARLING 5 65 jiiahcig k %s:crne or cewte aioe 


Horer Victor (Holland)... .. «00/6000: 


INTERNATIONAL ENGINEERING, INC. 

Joseph P. Deady Advertising........... 
INTERNATIONAL NICKEL CoMPANY, INC. 

Marschalk and Pratt Co.......0..0.0+ ‘ 
JAGESON, TROBERT Ei: 5.05505 <5: 00 60% ae oat 
PRCORG, ANS AME IT i 5.5 3 ova: or 0s 58 arb des cade 
J. J. K. Copy-Arr 

Moss & Arnold Company, The...+..0.+ 
LARKIN TRAVEL SERVICE 
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NaTHAN, Inc., CHARLEs S. 

Henry L. Davis Company. ... 2622660 
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Poraris Co., THE 

Yardis Advertising Co. 

PorRTUGAL CALLING. 
REDBOOK MAGAZINE 

Anderson, Davis & Platte, Inc.......... 
REMINGTON Ranp Inc. (Photo Record) 

Leeford Advertising Agency, Inc........ 
REVERE CopprR AND Brass INCORPORATED 
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St. Recis PapER Company 
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SmitH, BARNEY.& Co. 
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Newell-Emmett Co..... ee ee ee 
SOUNDSCRIBER CORPORATION, THE 

Erwin, Wiese Fo CO, TRC 6 ia Fos ewe 
SOUTH AFRICA 'CALEING.. . 0525.0: 50 and 
SoutH CAROLINA RESEARCH PLANNING & DE- 

VELOPMENT BoarD 

Liller, Neal & Battle Advertising Agency 
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PRODUCT: EXECUTIVES 


AMERICAN BUSINESS AND INDUSTRY HAVE DISCOVERED THAT 
ADMINISTRATIVE PERSONNEL MUST BE DEVELOPED BY EXPERTS 


T ONE TIME, most executives had to reach the top by 
A the slow, hard route of experience alone. Even a 
university graduate acquired his business training 
through practical experience. 

But business and industry found this method unsatis- 
factory. True, trained executives could be hired from the 
outside, but that might tend to break down morale. 
What was the answer? 

The solution became obvious when companies con- 
sidered how they hired professional men. They didn’t 
try to train their own! They combed the colleges for 
additions to their technical staffs. 

The need for men with executive training led to the 
establishment of schools of commerce and business ad- 
ministration in colleges and universities. At about the 
same time, a group of educators—headed by Dr. Joseph 
French Johnson, Dean of the School of Commerce, 
Accounts, and Finance of New York University— 


recognized another need. 


Establishes Spare-Time Training Course 
They sought a means of providing executive training for 
men already employed—men with or without formal 
college educations or technical training. They knew that 
such training must be available to the men in their spare 
time, so as not to interfere with their daily occupations. 
They created the Alexander Hamilton Institute and its 
Modern Business Course and Service. 

Broad in scope, the Institute’s Course and Service 


covers all four basic departments of business— Produc- 


J.F. SAUNDERS 


EXECUTIVE 
VICE PR e 








tion, Accounting, Finance and Marketing. It provides a 
thorough groundwork in the fundamentals underlying 
all business and industry. It offers a systematic, time- 
saving method of bringing to any man’s home or office 
the knowledge and training which he needs, but which 
he cannot acquire through his experience within a 
reasonable time. When a man has completed this train- 
ing, he is qualified to direct the efforts of others in busi- 
ness, and eventually to reach a top executive position. 
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SEND FOR FREE BOOKLET 
The Alexander Hamilton Institute’s story 
is summed up in a stimulating 64-page 
booklet—"Forging Ahead In Business.” 
Every business head and ambitious em- 

5 ployee within his organization will want 

a to read it. Send reply card for a free copy. 
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| ALEXANDER HAMILTON INSTITUTE, INC. 

ia! = Dept. 556, 71 West 23rd Street, New York 10, N. Y. 

- In Canada: 54 Wellington Street, West, Toronto 1, Ont. 

S Please mail me without cost, a copy of the 64-page book— 

: “FORGING AHEAD IN BUSINESS” 
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“‘Be back for dinner, Daddy’”’ 


o business is so affluent that it can afford to 

waste an executive’s time. Neither has it the 

right to usurp those inviolate and all too few 
hours which belong to his family, his friends, his 
community—and himself! 

Hundreds of American businesses, through com- 
pany-owned Beechcraft Executive Transport planes, 
have been able not only to give their executives 
more time for themselves but actually to increase 
their efficiency many times over. Speeding on bus- 
iness trips at 200 miles an hour, free of the limi- 
tations of scheduled public transportation, executives 
and personnel can frequently accomplish in a single 
day what ordinarily would require three or four. 
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The Beechcraft Executive Transport is a highly- 
engineered, twin-engine plane with accommodations 
for up to nine people. Its luxurious comfort ban- 
ishes fatigue and delivers its passengers fresh and 
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fit for the job at hand. A 400-mile round trip| with 
a full day’s work in between is easy for this plane 
—and equally easy on its occupants! 

Your nearest Beechcraft distributor is prepared 
with facts and figures to help you appraise company- 
owned air transportation in the light of your own 
transportation needs. He welcomes the opportunity 
to demonstrate to you the new Beechcraft Model 18. 
No obligation, of course. Beechcraft distributors are 
located in key cities across the U. S. A. 


Beech Aircraft 
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